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WASHINGTON—Efforts of four 
Senators to sock the life companies 
with a $125 million tax boost that not 
even highly revenue-conscious Trea- 
sury officials condoned finally lost out, 
but only after some anxious moments. 

After the foursome got nowhere in 
their efforts to kill the Mills bill with 
kiss-of-death riders, the Senate passed 
the measure, which had already been 
passed by the House. President Eisen- 
hower signed the bill this week. 

The bill makes the present stop-gap 
law applicable for 1957 income. If it 
had not been enacted the 1942 law 
would have automatically gone into 
effect. Under it, the companies would 
have paid about $415 million on 1957 
income as against some $290 million 
under the Mills law. 

The opposition was led by Anderson 
of New Mexico, Gore of Tennessee, 
Douglas of Illinois, and Williams of 
Delaware. Williams is a Republican, the 
rest are Democrats. The vote was 61 
to 19. 

Statements of opponents of the bill 


LIA Amicus Brief 
Asks High Court To 
Bar Seizure For Tax 


WASHINGTON—An amicus curiae 
brief has been filed by Life Insurance 
Assn. of America with the United 
States Supreme Court in the case of 
Commissioner of Internal Revenue 
Stern, involving the right of the gov- 
ernment to hold a beneficiary liable 
for income taxes owed by a life in- 
surance policyholder at the time of 
his death. 
The case came before the Supreme 
Court after a ruling by the sixth cir- 
cuit court of appeals that the govern- 
ment could claim neither the full pro- 
ceeds of the insurance policy paid to 
the beneficiary of a tax delinquent 
nor its cash surrender value. 
The government insists that upon 
the death of the taxpayer the proceeds 
of the policies—or alternatively, their 
cash surrender values—were transfer- 
ed from the insured to the beneficiary. 
LIA contends that it is improper 
to characterize these as transfers of 
property from the insured to the ben- 
eficiary and points out that to do so 
could have serious implications in oth- 
er areas of insurance law as well. 
These areas include the application 
of statutes of wills to life insurance 
contracts, the enforcement of the 
rights of creditors other than the gov- 
ernment against the beneficiary, and 
whether an insurance company is a 
trustee or custodian of a fund belong- 
ing to its policyholders individually. 
“Under well-settled principles of in- 
surance law,” the brief states, “pay- 
ment of the benefits of a policy at 
(CONTINUED ON PAGE 21) 








ranged from assertions that the bill af- 
forded unneeded retroactive tax reduc- 
tions for life companies to statements 
that the bill would result in inequities 
to other taxpayers and favored the 
larger companies. Other Senators re- 
futed these statements, pointing out 
that the Mills law will produce more 
revenue for the Treasury on 1957 in- 
come of the companies than it pro- 
duced in 1956 and 1955. They stated 
that re-enactment of the law was 
necessitated by the fact that the Treas- 
ury had not yet offered Congress a 


Julian Myrick Feted 
On 60 Years In Life 


Insurance Business 

NEW YORK—Julian S. Myrick, 
widely known as “Mr. Life Insurance,” 
marked his 60th anniversary in the 
life insurance business at a reception 
for him given by the Round Table 
an organization of New York City life 
insurance managers and _— general 
agents. 

Mr. Myrick’s first job was as a clerk 
for one of Mutual of New York’s gen- 
eral agencies in New York City. In 
the early 1900s he formed an agency 
with the late Charles Ives, the noted 
composer, and it became one of the 
largest and best known agencies in 
the country. Mr. Myrick was sole man- 
ager of the agency from 1930 to 1944, 
when he was selected a 2nd _ vice- 
president of Mutual. He retired in 
1949, but resumed his insurance career 
as a field representative for Mutual’s 
Myer agency in New York City. 

Mr. Myrick is a former president 
of National Assn. of Life Underwriters 
and was a member of the board of 
NALU for 13 years. He is chairman 
of American College, which he helped 
found. He is honorary president of 
New York State Assn. of Life Under- 
writers, which he also helped organize 
and was president of that group from 
1926 to 1929. He has been president 
and secretary of the New York City 
Life Underwriters Assn. 


Russell Award Winner 


In 1947 Mr. Myrick was awarded 
the John Newton Russell memorial 
award for “outstanding service to the 
institution of life insurance.” 

He was for many years a member 
of the insurance committee of the 
U. S. Chamber of Commerce. 

Mr. Myrick is as well known in 
tennis circles as he is in the field of 
insurance. He has served as president 
of the U. S. Lawn Tennis Assn. and 
was president and a member of the 
board of governors of the West Side 
Tennis club of New York City. He has 
been chairman of the Davis Cup com- 
mittee and of the Wightman Cup com- 
mittee. In 1954 Mr. Myrick was of- 
ficial representative of the U. S. Lawn 
Tennis Assn. with the victorious Davis 
Cup team at the challenge round in 
Australia. 





Senate Passes Mills Bill, Unmoved 
By Critics’ Distortions Of Facts 


suggested permanent tax formula for 
life companies but that such a formula 
is expected to be recommended by the 
Treasury for congressional considera- 
tion by April 7. 

Senate approval of the Mills bill fol- 
lowed day and evening sessions of the 
Senate during which efforts were made 
to amend the bill by adding provisions 
which would have granted income tax 
deductions to individual taxpayers and 
reduced excise taxes on manufactured 
goods and transportation taxes. All the 
proposed amendments, urged by their 
sponsors as stimulants to offset the 
business decline of recent months, were 
either defeated by substantial majori- 
ties or were withdrawn when _ defeat 
became apparent. Other proposed 
amendments to stimulate public works 
projects or restore National Service 
life insurance privileges to veterans 
were also withdrawn. 

Johnson of Texas and Knowland of 
California, majority and minority lead- 
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Life Advertisers Set 
West Coast Round Table 


West coast members of Life Adver- 
tisers Assn. will meet at the Fairmont 
hotel in San Francisco, April 29-30, 
the gathering to follow the familiar 
round table format of other LAA re- 
gional conclaves. 

Harry K. Gilliland, manager of ad- 
vertising and sales promotion for 
Prudential’s western home office, is 
meeting chairman. Other committee 
members are: James P. Johnson, vice- 
president Standard of Oregon; Sher- 
wood Jones, manager publications di- 
vision Metropolitan, San Francisco; 
Mac Small, manager advertising and 
publicity Pacific Mutual; Wayne 
Thompson, advertising director Guar- 
anty Union Life, Beverly Hills, and 
H. Dixon Trueblood, vice-president 
Occidental Life. 

The round table idea, successfully 
fostered by other LAA groups in the 
east, south and midwest, was designed 
to promote a free exchange of ideas 
and experiences among association 
members whose primary interests are 
in the fields of advertising, sales pro- 
motion and public relations. 


Both seen and 
heard at LIAMA’s 
agency manage- 
ment’ conference 
in Chicago are, 
left to right: W. 
Thomas Fiquet, 
LIAMA § senior 
consultant; Nor- 
man T. Carson, 
Central Standard, 
chairman of the 
conference; and 
Dean W. Mitchell, 
Iowa Life. 


Small Companies 
Urged To Focus 
On Own Backyards 


‘Be Big Where You Are,’ 
Peirce Tells LIAMA Agency 
Management Conference 


Small and medium sized companies 
were urged to concentrate their busi- 
ness within the 
confines of their 
own stamping 
grounds and to de- 
velop their sales 
and management 
force from home 
grown talent by 
Frederic M. Peirce, 
managing director 
of Life Insurance 
Agency Manage- 
ment Assn., who 
addressed a_ full 
house at the asso- 
ciation’s annual agency management 
conference this week at Chicago. Mr. 
Peirce’s talk wound up the 3-day 
session at the Edgewater Beach. hotel, 
and was heard by 300 agency and sales 
directors from 155 member companies. 

“One of the best ways you can meet 
and beat your competition is to culti- 





Frederic M. Peirce 





M. F. Browne, vice-president of 
agencies Occidental Life of North 
Carolina, was elected chairman of 
the agency management conference, 
replacing Norman T. Carson, execu- 
tive. vice-president Central Standard 
Life. 

New members of the conference 
committee elected for 3-year terms are: 
Wylie Craig, vice-president National 
Fidelity; Charles B. Barksdale, agency 
vice-president Protective Life; and 
Ronald D. Rogers, agency vice-presi- 
dent, North American Life. 





vate entensively the territory in which 
you are the big company,” he declared. 
Intensive development of a limited 
geographic area enables the smaller 
company “to be big where you are,” 
and to capitalize on one of its greatest 
potential strengths—closeness to its 
field organization, he said. 

Mr. Peirce also noted the economic 
soundness of “operating chiefly in ‘a 
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Detroit Life Assn. 
Wants Committee 
On Group Term Sales 


Adopts Resolution Intending 
To Correct Merchandising 
Practices By ‘Moral Force’ 


Detroit Life Underwriters Assn. has 
passed a resolution for consideration 
at the midyear meeting of the na- 
tional association at Birmingham, Ala., 
March 23-27, relative to merchandis- 
ing of group term life. 

According to the resolution, “threats 
to the proven agency system” which 
the association feels are detrimental 
to the insuring public lie in certain 
practices involved in selling group 
term which include: So-called “jumbo” 
amounts of group term; creation of 
synthetic groups mainly to obtain this 
cover; “growing practice by some com- 
panies either willingly or under du- 
ress of direct writing of group cover 
either without charging regularly pub- 
lished commission scales in premium 
calculations or reflecting the absence 
of such regularly published commis- 
sion scales in experience dividend for- 
mulas which results in discrimination 
between groups; abuses in the group- 
creditor field resulting in financial 
gains to the lender at the expense of 
the debtor.” 

The resolution goes on to say that 
these matters have for some time been 
the concern of NALU, whose practice 
has been to recommend correction 
through legislative action in the vari- 
_ ous states, District of Columbia and 
territorial jurisdictions. 

Detroit association holds that “seek- 
ing such remedial legislative action has 
in many instances placed legislators 
and other public officials in a position 
of adjudicating differences of opinion 
in sound life insurance principles be- 
tween some companies on one hand, 
and the majority of their field forces 
on the other,” which the association 
feels is not in the best interests of the 
public, companies or agents. 

Detroit association suggests that so- 
lutions to such problems “can be made 
more effective by moral force than by 
law.” To bring this about, the resolu- 
tion asks that NALU appoint a special 
committee to meet with the joint com- 
mittee on group insurance of American 
Life Convention and Life Insurance 
Assn. “to establish a minimum stand- 
ard of sound moral and equitable prac- 
tices in the merchandising of group 
life coverages” with regard to the 
problems stated in the resolution. 

The proposed special committee 
“would continue its efforts to obtain 
agreements in any areas not imme- 
diately resolved.” 

Detroit association resolved further: 
“That it shall be the responsibility of 
National Assn. of Life Underwriters 
to properly inform and publicize to its 
membership by all possible means the 
identities of those of its membership, 
if any, and the identities of those com- 
panies, if any, who violate such min- 
imum standards.” 


J. Edward Day, vice-president in 
charge of Prudential’s western opera- 
tions, spoke at the Will G. Farrell 
achievement award luncheon, March 
19, in Los Angeles. 


HeNATIONAL UNDERWRITER 


New York City Agents Get Tips For 
Breaking The Sales Barrier In 1958 


NEW YORK—Solutions to the tra- 
ditional problems confronting agents 
and ideas for meeting new situations 
arising in a changing market were pre- 
sented by leading speakers at the an- 
nual sales congress sponsored by New 
York City Assn. of Life Underwriters. 

More than 1,100 life insurance men 
and women jammed the grand ball- 
room of the Sheraton-Astor hotel to 
hear Rudolf Leitman, New York 
Life, Detroit; William A. Garrett, sales 
engineer of American Telephone & 
Telegraph Co., New York; James E. 
Rutherford, vice-president in charge 
of Prudential’s regional home of- 
fice at Chicago; Joe Thompson Jr., 
Northwestern Mutual, Nashville; Arno 
H. Johnson, vice-president and senior 
economist of J. Walter Thompson Co., 
advertising agency, New York, and An- 
drew A. Adinolfi, regional director of 


agencies of John Hancock at Philadel- 
phia. 

Arthur H. Bikoff, general agent of 
Aetna Life, introduced the speakers. 

Mr. Leitman, whose topic was 
“Climb up with Me,” said his initial 
approach is designed to arouse the 
prospect’s curiosity. This done, he im- 
mediately qualifies the man. 

He advised development of the voice 
range so that a variety of tones can 
be used to give interest and dramatic 
effect to the presentation. The use of 
emotion is a good idea, too. The pros- 
pect’s wife and children should be re- 
ferred to by name, making it easier 
for him to picture them during the 
discussion. Care should be taken in the 
choice of words, since many have the 
same general meaning but different 
connotations. Power phrases and 
words playing on the emotions can be 
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used to arouse the prospect's Sensitivi- 
ty to the situation. 

During the presentation, the appli- 
cation should be placed where the 
prospect can see it. This will help 
him get used to its appearance ang 
prevent fumbling when the time comes 
for signing it. 

When making a second call, it is 
a good idea to return with a new idea, 
This will help close cases which other- 
wise might be lost in the interim, 4 
good time for telephone Prospecting is 
during bad weather, when it is difgj- 
cult to make personal calls. 

The agent can interpret every pol- 
icy into a dream and sell it. As an 
example, Mr. Leitman told how he 
sells the idea of guaranteeing a ¢o]- 
lege education for a child by explain- 
ing to the father in a dramatic way 


(CONTINUED ON PAGE 14) 





Nationwide To Reopen 
Effort To Secure 


Nw National Proxies 

MINNEAPOLIS—Resuming its 
fight for control of Northwestern Na- 
tional Life, Nationwide Corp. of Co- 
lumbus announced it will begin a 
proxy campaign April 25 to get repre- 
sentation on the board of Northwest- 
ern National. The holding company 
will solicit proxies from both stock- 
holders and policyholders, the latter 
having voting rights under the North- 
western National setup. 

Nationwide Corp. owns 112,489 of 
the 220,000 shares of Northwestern 
National, but because policyholders 
have been voting with management, 
Nationwide has been unable to obtain 
operating control. 


Northwestern National also is ex- 
pected to solicit proxies for the an- 
nual meeting, which by court order 
has been postponed to Oct. 27. Normal- 
ly it would have been held in January. 

Suits are pending in federal court 
in Minneapolis challenging the. validity 
of Northwestern National’s 1957 an- 
nual meeting, when Nationwide, while 
controlling a majority of the stock, did 
not attend on the ground that the 
meeting was being conducted illegally. 


New life paid for during February 
by Equitable of Iowa amounted to 
$13,572,220, the greatest February in 
its history. Total new ordinary life paid 
for in the first two months of 1958 is 
$25,794,192, and total in force is $1,579,- 
009,579. The R. L. Hoghe general agen- 
cy at Los Angeles placed first among 
all agencies. 


Minneapolis Agency 
Wins Prudential 
President's Trophy 


The Burton W. Bauernfeind agency 
of Prudential at Minneapolis has been 
awarded the president’s trophy given 
annually for outstanding achievements, 
Sales of the Bauernfeind agency total- 
ed $17,157,005 for 1957, and life and 
A&S in force totaled more than $67 
million at the end of 1957. 


Two advertisements in January is- 
sues listed J..E. Baehr of San Diego 
as having qualified for MDRT. It was 
inadvertently omitted in the ad copy 
that his qualifications had not yet 
reached the NALU body designated for 
this purpose. 





Figures From Life Companies’ Year- End Statements Shown 




















Total 

Assets 
Acacia Mutual oes 359,133,789 
American United Life ................ 132,089,021 
Bankers H.&L., Macon, Ga 15,908,802 
Beneficial Life  ..................0 84,129,642 
Beneficial Standard Life ise 24,119,879 
Colorado Credit Life ........ AER 1,921,985 
Columbian National Life . nile 121 258, 143 
Connecticut General Life .......... 1,754,375,402 
Connecticut Mutual Life 1,329,404,161 
Continental Life 37,571,798 
Great-West Life ...... 636,831,466 
Guardian Life, N. Y. .... 4A7,861,548 
Imperial Life of Canada 242,364,539 
Independent L.&A. ........ 50,755,989 
Lafayette Life ........... 30,769,433 
Lincoln Income Life .................... 13,610,263 
Manufacturers Life, Canada .... 762,315,651 
Massachusetts Mutual ................. 2,075,070,530 
Mass. Savings Bank Life 138,668,230; 
Midland Mutual Life .... 99,711,059 
Montreal Life ........... 35,130,303 
Mutual Life, N.Y. ... 2,573,792,510 
Mutual Service Life ... 13,524.317 
National Life, Canada 41,379,990 
New England Life ........ 1,875,657 ,404 
N. Y. Savings Bank Life ............ 62,427,819 
North American Life, Canada .... 260,913.242 
North American Life, II1. .......... 44,625,768 
Northern Life .................. 89,905,819 
Northwestern National 317,373,478 
Patriot Life ............0000 41,372,068 
Phoenix Mutual Life 785,850,661 
Presbyterian Ministe 68,553,726 
Security Mutual Life 33,006,161 
Service Life ................ 8,591,559 
Southern Life of Ge 7,163,0 
Southland Life ................. 208,224,704 
State Farm Life .... 142,578,491 
State Mutual Life ....... 619,230,668 
Teachers Ins. & Ann 535,452,013 
Union Mutual Life ..... 98,684,886 
United Fidelity Life ... 39,337,809 
Volunteer State Life ... 68,153,180 
West Coast Life ........... 80,545,078 
Woodmen of the World ............ 211,840,580 


New business figures include the following amounts of revivals and increases: 


® $60,410,024. 
Oct. 31, 1957. 


* $1,774,354. * $25,998,483. 





**Includes provision for contingencies of $3,500,000. 
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Increase Surplus to New Ins. in Increase Prem. Benefits 
in Policy Bus. Force Dec. in Ins. Income Paid 
Assets holders 1957 31, 1957 in Force 1957 1957 
$ $ $ $ $ $ 
16,645,716 16,461,915 187,033,915 1,600,279, 132 95,187,211 37,959,264 24,215,360 
4,265,43. 12,271,418 261,091,311 903,795,581 161,135,839 16,254,320 11,527,842 
1,076,537 63,602,931 105,635,671 2,706,452 5,841,999 2,167,294 
5,300,559 8,225,356 59,568,399 395,138,712 28,430,549 10,417,799 124, 
473,786 9,992,656 50,764,759 132,266,906 35,100,107* 16,572,493 7,273,078 
2,14 109,732 128,976,477 136,688,919 54,691,751 2,258,959 321,614 
2,465,103 15,646,674 35,966,979 537,441,433 5,374,969 13,132,271 7,828,152 
146,090, 564 127,095,679 970,001,226 9,266,589,495 988,231,071 297,595,422 182,074,448 
68,006,219 94;187,137 460,495,577 3, 679, 789,006 282,188,226 122,617,413 78,713,994 
2,228,293 3,365,983 25,303,887 176,463,903 14,088,957 4,075,666 3,434,282 
40,628,646 39,502,684 490,346,207! 3,133,711,344 325,638,366 96,858,077 62,300,792 
22,252,960 35,221 "366 214,736,087? 1,479,988, 172 = ,406,737 45,322,359 20,559,717 
12,369,155 18 484,724 120,419,957 973,675,437 885, '396 26,348,568 13,512,353 
8,994,887 4,730,880 626,126,698 702,728,078 ae 487,565 52,621,184 17,813,803 
2,274,564 2,853,055 44,215,760 174,720,623 21,813,305 4,345,791 1,417,737 
1,488,243 2,341,231 135,203,611 202,030,332 33,877,073 10,234,460 3,324, 
44,904,715 62,781,276 420,227,473" 2,610,637,086 187 663.181 93.197, "259 48,193,648 
85,843,077 127,285,450 883,030,218 6,014,341,046 593,104,845 192,634,393 177,248,158 
8,180,921 11,585,321; 50,957,700 616,668,282; 42,395,078 14,204/571 9,265, 
5,191,843 7,570,960 44,004,022 352,067,925 24,279,940 9,555,583 5,515,477 
2,086,290 3,219,880 34,757,9944 193,266,122 13,804,801 4.189,531 2,118,700 
52,883,203 220,301,616 826,793,063 6,240,292,528 496,881,290 184,565,727 131,855,617 
2,058,134 1,433,188 50,678,378° 166, - 823 41,829,501 4,495,907 1,650,161 
4,571,569 2,098,714 50,442,005 268,332,780 32,898,469 7,029,904 2,448,7 
84,374,163 132, 917, 360 891,357 ,565° 5,547, oy 110 573,234,914 178,689,748 118,993,223 
7,396,818 4,869,476 26,110,000 329,770,330 18,868.971 10,115,246 2,178,307 
21,196,712 15,656,677 204,277,618 1,227,832,386 149,339,768 34,861,551 17,496,787 
2585,397 3.609,707 64,975,811 295,319,674 36,233,314 7,285,374 3,117,928 
4,523,457 12,518,664 34,164,967 342,935,623 16,614.099 11,206,154 5,937,177 
16,548,992 18,639.024 230,098,513 1,776,682,339 122,762,039 37,500,743 21,609,722 
11,634,981 31,316,522 16,742,125 1,125,176,230 43,574,553 21,851,178 4,967,477 
33,102,773 55,758,004 335,377,335 1,864,428,539 246,185,342 70,764,279 49,699,591 
1,875,112 6,341,620 19,290,106 80,845,823 15,312,977 4,756,711 4,022, 
2,503,790 1,821,446 33,885,005 188,811,983 25,332,792 4,444,766 1,551,844 
992,131 7,228,023 95,746,711 136,620,646 59,708,150 3,182,149 1,067,677 
09,292 1,098,950 50,172,493 188,284,028 408,122 4,374,933 2,510,706 
11,703,649 7,500,000 201,685,6245 1,170,350,023 67,183,936 29,278,888 14,830,842 
18,699,641 15, 299,228** 264,795,646 1,249,560,715 24,052,477 30,564,723 7,952,873 
21,391,038 51, 359, 587 281,954,696 2,500,317,696 141,008,795 71,233,405 37,832,325 
41,465,679 18,623,989 63,723,495 307,323,736 42,856,926 39,400,115 18,034,449 
7,237,938 8,636,032 106,430,708 808,386,092 107,690,316 26,389,777 6,818,161 
2,133,241 7,406,699 22,005,089 150,166,159 8,676,125 3,858,650 1,180,539 
2,833,619 7,240,934 68,989,915 567,299.502 52,275,115 10,968,873 5,926,233 
4,832,972 8,635,153 56,193,457 582,044,214 17,213,511 13, Py 279 85s. 
4,834,793 37,629,946 75,759,256 604,594,307 313,946 16,230,934 5 8,531, a. 
1 $81,276,587. 2 $9,190,897. *% $39,728,234. 4 2.513.795. 5 $6,885; 
*Excludes cancellation of a large group reinsurance case of $133,177,050 in force Dec. 31, 1956 cancelled during 1957. 
od 
U. S. A. 6and 


under the Act of March 3, 1879. 


Canada $8.50 per year (3 years $23); Foreign $9 per year (3 years, $24.50). 
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terim, A Men are as individual as their fingerprints — 

prey that’s always been the guiding principle behind our 
training program at New England Life. We keep this 

Ny ok program just as “personalized” as we can make it. 

> The New England Life general agent has the 

berg major role in cultivating the career of our agent. In 

Cc axe . . 

bog recruiting, he seeks the man of high caliber, then 

ee eos supervises his training in the field and offers assist- 

4 ) Po ance at every step. He also advises when supple- 

' @ UJ re mentary courses will be most beneficial and partici- 

pates with the home office in financing many of them. 

1 agency | These courses may be one or more of those offered 

has been | . « 

ry given by the company, such as Career Underwriters Train- 

ae ing School, Coordinated Estates Training School, 

life and Agency Builders School, or Brokerage Management 

esis School. He may recommend participation in C.L.U. 
courses, or in the General Agents Management 

wai Training Conference or the Life Underwriter Train- 


n Diego ing Council — all are actively supported by New 
England Life. 


In addition, numerous training aids and helpful 
sales materials are continually made available. These 
include the exclusive services of “The Travis Tele- 
phone Technique” and ‘The Newkirk Letter” (a 
bulletin for clients and prospects which explains 


pea current legal, legislative and tax developments). 


11,52 

From this abundance of courses and materials, the 
general agent is free to select those which best serve 
| a man’s particular needs, abilities and interests. 
0,559,717 | Result: a liberal “philosophy” of training which will 
7813003 | guide each New England Life agent along his own 
319360 route to success. 
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Probe Texas Liquidation 


Division, Check Records 

AUSTIN—Investigation of the Tex- 
as department’s liquidation division 
has been completed by the Texas sen- 
ate general investigative committee. 
The study was undertaken to help in 
preparing new legislation to make the 
division a more efficient agency of 
state government. 

At the hearings, J. D. Wheeler, who 
resigned as head of the liquidation di- 
vision in March, suggested that the 
division be removed from supervision 
of the department and made a sepa- 
rate state agency. James M. William- 
son, successor to Mr. Wheeler, said the 
sole purpose of the division should be 
to liquidate defunct insurance firms as 
economically and quickly as possible. 

The senate committee, while prob- 
ing liquidation expenses, called for 
complete list of fees the division paid 
attorneys during 1956 and 1957. Most 
of the testimony was devoted to the 
division’s record keeping. Gene Fon- 
dren, committee counsel, contended 
that in several receivership cases the 
division spent more on expenses than 
it collected for stockholders. 


MeNATIONAL UNDERWRITER 


Discusses Underwriting 
The ‘Ulcer Personality’ 


Disturbances or spasms in the gas- 
tro-intestinal tract and the problems 
they create in underwriting were dis- 
cussed by Dr. Charles A. Gianasi, as- 
sistant medical director of Continental 
Assurance, at the March meeting of 
Chicago Home Office Life Under- 
writers Assn. 

“We all have spasms somewhere 
along the GI tract in our lives,” Dr. 
Gianasi said, and he described those 
that were likely to occur in the esoph- 
agus or stomach. 

“The ulcer personality is the person 
who has a lot of worries,” he declared. 
The man afflicted with a peptic ulcer 
is likely to be a semi-successful in- 
dividual who can’t quite make the top. 

The stomach, Dr. Gianasi said, is a 
difficult item to underwrite, because 
the examiner must discern between 
ulcer and cancer. He said 10 to 12% 
of adults are bound to experience a 
duodenal ulcer in their lives. This 
type is the most common ulcer that 
is ratable, he said, and he added that 
its likelihood of developing into cancer 
is so rare it would be a “museum 


piece.” The duodenal ulcer is a mild 
one which heals in four to six weeks 
and can be underwritten, he said. 

Not so a hemorrhaging ulcer. Diag- 
nosis of a hemorrhaging ulcer must 
be made within 24 to 48 hours, and 
it must be operated on in that time. 
Should the patient procrastinate, he 
will be in critical condition. 

Dr. Gianasi explained that people 
have no control over the digestive 
processes of the mouthful of food they 
swallow, this being governed by the 
higher centers of the body. Out of 
100,000 policyholders, 45 die of these 
spasms, most deaths, for some strange 
reason, occuring in either spring or 
fall, he observed. 


Address Milwaukee Aé&S Men 


H. Gordon Dunkerly, director of 
group sales and service for Prudential 
at the Minneapolis regional home of- 
fice, spoke on “Latest Trends in Major 
Medical or Catastrophic Insurance’”’ at 
the March meeting of A&S Under- 
writers of Milwaukee. State officers 
and directors were guests at the meet- 
ing and later conferred with Milwau- 
kee officers on plans for the annual 
Wisconsin sales congress to be held 
at Milwaukee in September. 

























LNL’s NEW FAMILY 


The 


Lincoln National’s new Family 
Policy offers these advantages: 

1. Lower rates on larger policies 
are provided by LNL’s new 
4-Dimensional premiums. 

2 Premiums can be paid 
through LNL’s Automatic 
Bank Check plan. 

This latest addition to the Lincoln 
National man’s kit is another reason 
for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


POLICY 


Fort Wayne, Indiana 
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Conn. Assn. To Hold 
Annual Sales Congress 
March 27 At New Haven 


Connecticut Assn. of Life Un- 
derwriters will hold its annual sales 
congress March 27 in Yale University’s 
Sterling law school auditorium at New 


Haven. phi 
A $200 scholarship, awarded annual. | 
ly by the association to a University | 
of Connecticut student majoring in in. | 8 
surance, will be presented. = 
x¢ 


Speakers will include Rex H. Ander- 
son, vice-president in charge of N 
marketing, Life of North America: 
John K. Luther, director of training of 





Aetna Life; James Watson, Bronx- 
ville, N. Y., lecturer and sales con. | [av 
sultant; Paul S. Mills, managing direc- in 
tor of American Society; Herbert y. crib 
Kibrick, New York Life, Boston, and fron 
Umberto A. Palo, Prudential, New | tol: 
Brunswick, N. J. | H 
The morning session will begin at | ‘ ‘ 
10 a.m. with a welcoming address by | * 4 
J. B. Tate, assistant dean of Yale Uni- ale 
versity. Ralph Keffer, actuary of the | mies 
Connecticut department, will address | host 
the afternoon session, which will be- Ww 
gin at 1:45 p.m. A. Carl Valentine, New __ pect 
York Life, Bridgeport, association Usin, 
president for 1957-1958, also will speak, Mr. | 
Edwin S. McCoach, manager of New __ that 
York Life at New Haven, is general oper 
chairman of the congress. He will be from 
aided by Vincent J. Marullo, Pruden- | socia 
tial, advertising; Leslie R. York, Aetna Tells 


Life, tickets, and Robert J. Mitchell, 
Phoenix Mutual, arrangements. He 


ee, parti: 
ences 
Palmer Asked To Cut oat 
Blue Cross Experience At 
& think 
Rate Group Size In Ind. chall 
The Indiana legislative committee _ justif 
investigating hospitalization insurance __ ideas. 
in the state has indicated to Commis- _yestr 
sioner Alden Palmer that it feels that typ 
he should require Blue Cross to apply shi. 
experience rating to all groups of 50 Ill 
or more lives as contrasted to the 100 u 
or more he had previously set. comp. 
Early this year, Blue Cross in Indi- Excel 
ana applied for across-the-board rate Anal} 
increases. Under Indiana law, the de- select 
partment does not reveal the amount Hai 
of a requested increase until approved. candi 
The exact percentage increase request- that « 
ed was never made public, although e 
Indianapolis newspapers estimated it decisi 
as from 20 to 30%. feel tl 
Palmer subsequently approved a ment 
10% increase, which Blue Cross claim- the p; 
ed was insufficient. He therefore gave “At 


them the alternative of setting — » cision 


by experience rating on all groups 0 Psa 
100 or more insureds. streng 
“We feel there are so few 100-or- eng 
more groups in the state that the ma- we ca 
jority of those covered by Blue Cross _selecti 
will wind up in a catch-all rating Gives 
group,” State Senator J. Russell Town- 
send, chairman of the _ investigating Of 1 
committee declared. “While we have 11 we 
made no formal request, we have M- —_—prospe 
dicated to the commissioner that We potent 
feel his rule should be changed so that 5.) 
experience rating is applied to | ths 
groups of 50 or more.” ; Of the 
or ‘ / manag 
Hunken Agency of Connecticut MU pointy 
tual Life at Chicago reported paid bus- al peek 
iness of over $4% million for Januaty Wha 
and February of 1958. Paid business tin 
in January was $2,971,670, followed by ued 
over $11 million in February. Last said t 
year, and for a number of years, the draw 
Hunken agency has ranked number trainin 
two among all company agencies. Velop { 
year, the agency has moved into num- The 
ber one spot. results 
ba r Study ( 
Ordinary sales by Occidental Lile lowing 
of California in February total * —- ventor: 
875,722, second nest —_ in = com: “We 
pany’s history. e all-time “ 
$95,957,584 was established last De one t 


cember. 


E 
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Kenny Of Excelsior 
' Tells How LIAMA 
Helps Company 


In providing a sound, blueprinted 
philosophy of management for the 
wgency officer, LIAMA performs one 
of its most valuable services, accord- 
ing to M. K. Kenny, assistant general 
manager and director of agencies of 
Excelsior Life of Canada. 

Mr. Kenny spoke in Chicago during 
the spring meeting of the LIAMA 
agency management conference com- 





| sanies. His talk on “A Return on Your 


Investment,” preceded a symposium 
in which four agency officers des- 
cribed benefits to their companies 
fom use of specific LIAMA research 
tools and services. 

He cited the advantage to the agen- 
cy officer of a new company which, 





as a member of LIAMA, “has avail- 
able the experience of many compa- 
nies and the willing assistance of a 
host of qualified helpers.” 


+ What returns may a company ex- 


pect from its investment in LIAMA? 
Using his own company as an example, 
Mr. Kenny suggested two: “The return 
that comes from investment in co- 
operative research . . . and the return 
from investment of participation in as- 
sociation activities.” 


Tells Values of Participation 


He discussed values from company 
participation in committees, confer- 
ences, schools, as well as in studies 
and surveys. 

At Excelsior, Mr. Kenny said, ‘our 
thinking and procedures have been 
challenged; we have been forced to 
justify and sometimes change our 
ideas. From this rather intangible in- 
vestment we cannot measure the re- 
turn, but it must be very consider- 
able. Can anyone put a price on it?” 

Illustrating LIAMA benefits as to his 
company, Mr. Kenny described how 
Excelsior has used LIAMA’s Career 
Analysis Procedure since 1956 to help 
select managers from its own ranks. 

Having used the CAP to date with 16 

candidates, Mr. Kenny acknowledged 
that “it is too soon yet to validate our 
decisions, but win, lose or draw, we 
feel the procedure is a great improve- 
ment over anything we have used in 
the past. 
“After these interviews and the de- 
cision conference, we know our candi- 
date so well and have developed his 
strengths and weaknesses so fully that 
we cannot help but do a better job of 
selection,” he added. 


Gives Results of Tests 


Of the 16 candidates, he explained, 
ll were agents who were supervisory 
Prospects; five supervisors who were 
potential managers. Of the 11 agents, 
five have bren apvointed supervisors, 
and six confirmed as career agents. 
Of the supervisors, two were appointed 
managers, one recommended for ap- 
pointment, and two returned to person- 
al production. 

_ What about the men who were con- 
tinued as career agents? Mr. Kenny 
po that “great care was taken to 
Taw up and discuss with them a 
training program designed to de- 
velop further their sales ability.” 

A hi speaker also outlined beneficial 
€sults from an opinion and attitude 


« Study of his company’s field force, fol- 


lowing the pattern of LIAMA’s In- 
ventory of Job Attitudes. 

1 We followed the book,” he said, 
a to our delight 90% of the ques- 
lonnaires sent out were returned to 











Wea 
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us along with many gratuitous com- 
ments on related subjects.” 

What benefits resulted? A new per- 
spective by home office executives on 
the attitude of agents toward specific 
company practices. In some cases, Mr. 
Kenny said, “we thought we had re- 
moved the cause for this attitude on 
the part of our agents, but apparent- 
ly our communications had been bad. 
Finding this out makes it possible for 
us to attack the problem.” 

In pursuit of the company’s objec- 
tive of “selecting and developing qual- 
ity manpower at all levels as fast as 
the financial and physical situation 
permits,” Mr. Kenny reported consis- 
tent use of LIAMA’s Aptitude Index. 
He said Excelsior has “considered oth- 
er tests, but has never been satisfied 
with the validation evidence presented 
in their favor.’”’ The Aptitude Index 
is supported with LIAMA’s relat- 
ed tool, the Selection Interview Blue- 
print, and LIAMA publications are 
used in company recruiting efforts. 


Describes Managerial Training 


On managerial training, Mr. Kenny 
said: “When we appoint an agent to 
supervisory rank, he is immediately en- 
rolled in LIAMA’s study course in 
agency management, which he com- 
pletes in his first year as supervisor. 
If and when he becomes a _ branch 
manager, he attends a LIAMA school 
in agency management, usually about 
six months after appointment.” 

He noted that “all our agency de- 
partment people with field duties have 
graduated from schools in agency 
management.” The result: “a common 
philosophy and a common language 
throughout our whole sales organiza- 
tion; improved communications and 
simplified home office supervision.” 


State Farm Life 
Ordinary Up 24.5% 


State Farm Life reports a record in- 
crease during 1957 in new paid-for 
ordinary life—$264,185,692, up 24.5% 
over the previous year. The year’s 
production, according to President 
Morris G. Fuller, increased the amount 
of ordinary in force by 14% to a year- 
end total of $1,192,780,252. Policies in 
force climbed 7.8% to 406,639, and 
premium income reached $30,564,724, 
a 13.7% gain. 

Assets were $142,578,491 at the end 
of 1957, an increase of $18,669,641. 
Nearly $2 million wa; added to pol- 
icyholders’ surplus, bringing the year- 
end total to $18,299,229. 

The company’s family policy, mar- 
keted in mid-fall, accounted for 22% 
of the insurance put in force during 
the last two months of 1957, Mr. Ful- 
ler said. During the year, a head office 
was opened in Salem, Ore., a pre-au- 
thorized check plan was introduced 
and the company was licensed in 
Rhode Island, bringing to 44 the states 
in which it is authorized, plus the 
District of Columbia and the province 
of Ontario, Canada. 


Form New Company In Texas 


A new life company has been formed 
at San Antonio, to be known as Three 
Americas Life. Hollis L. Bridgman, a 
former vice-president of Franklin Life 
and a founder of Great American Life, 
is president. Russell C. Hill, chairman 
of Maverick-Clarke, is chairman. Other 
cfficers are: Roger C. Hill, president of 
Maverick-Clarke, vice-president and 
secretary; C. W. Miller, group manager 
of Sears, Roebuck & Co., vice-presi- 
dent; L. E. Fite, San Antonio developer, 
treasurer. Three Americas’ capital and 
surplus is $684,000. 


Outlines Insurable 
Interest Problem For 
Chicago Claim Assn. 


“I have a distinct feeling that the 
companies—the underwriters, that is 
—have become very lax in the last 
few years with respect to insurable 
interest,’ C. Clark Bryan, assistant 
general counsel, American Life Con- 
vention, told members of Chicago 
Claim Assn. at the March meeting. 

To stress the importance of insurable 
interest, Mr. Bryan cited the case of 
Liberty National Life vs Weldon (re- 
ported in THE NATIONAL UNDERVRITER, 
Dec. 7, 1957) in which the Alabama su- 
preme court upheld a decision against 
three insurers for $75.000 damages 
when a woman murdered her niece 
to collect proceeds of three policies 
totaling $6,500 which she had taken 
out on the life of the child. Plaintiff, 
father of insured, sued the companies 
for $100,0C0 damages under the wrong- 
ful death statute, charging defendants 





with wrongful acts in issuing policies 
in which the applicant-beneficiary had 
no insurable in‘erest in the life of in- 
sured. Defendants answered that since 
the aunt had no insurable interest, 
then the policies were void and worth- 
less and hence could, in fact, constitute 
no inducement to kill insured. 

“Even conceding that the evidence’ 
established negligence on the part of 
the insurance companies,” Mr. Bryan 
commented, “the big stumbling block 
in a case of this nature would seem to 
be the requirement that the plaintiff 
must not only show causal connection 
between the negligent breach of the 
duty owned by the defendants and the 
injury, but that such negligence was the 
proximate cause of the injury. The 
court stated that the requirement of 
in urable interest is not to protect the 
‘neuran @ companies, but to protect 
human life. ‘Policies in violation of the 
insurable interest rule are not dan- 
gerous because they are illegal; they 
are illegal because they are danger- 
ous.’ 

“The fault I find with the reasoning 
(CONTINUTD ON PAGE 1) 











There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 
@ No Branch Offices 
To Compete With You 
@ Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 
@ Extra Incentives to supplement 


your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 


\orth 


FOUNDED 1886 








YOU Can Start a Chain Reaction of Sales . . . 


by Joining the March to N.A.A.1.C.* 
Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AsH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 


Zia 


American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT+ HEALTH 
209 SOUTH LASALLE STREET +» CHICAGO 4, ILLINOIS 


ty 
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Shows How To Eliminate Wasted Time 
From Usual Type Of Programing Sale 


A practical way of eliminating time- 
wasting programing procedures that 
discourage new men and drive them 
out of the business was explained by 
Robert B. Proctor, superintendent of 
agencies of Connecticut Mutual Life, 
at the LIAMA agency management 
conference at Chicago. 


The life insurance business seems to 
be one of a great many misconceptions. 
For example, the 
principal reason 
why people do not 
buy more life in- 
surance is because 
of a misconception 
of what life insur- 
ance is and does. 
One of the prin- 
cipal reasons why 
many agents have 
prospecting prob- 
lems is the mis- 
conception of what 
constitutes the 





Robert Proctor 


prospect. And in the field of what we 
generally call programing, there is a 
very definite misconception that has 
resulted in untold labor and confusion. 

So before we proceed further, it 
would seem advisable to have a clear 
understanding of the distinction be- 
tween programing and program sel- 
ling, because this distinction is ex- 
tremely important. 

Programing: The evaluation of life 
insurance in terms of beneficiary’s 
needs and the arrangement under op- 
tional settlement to accomplish those 
needs. This is programing in fact. 

Program selling: The evaluation of 
life insurance in terms of beneficiary’s 
needs and the sale of additional life 
insurance to help accomplish those 
needs. This is programing for illustra- 
tion. 

It is easy to see that a person could 
engage in programing until starvation 
set in without making a sale. Generally 
speaking, the busy life insurance sales- 


man today finds it necessary to do 
programing for policyholders after the 
sale has been made and this is no 
reflection on his professional compe- 
tence or sincerity of purpose. 

In program selling, which was re- 
ferred to as programing for illustra- 
tion, the distribution idea is used to 
measure the income-producing ability 
of present holdings, and usually arrive 
at a shortage. It is purely a measuring 
job. In the final analysis in any mul- 
tiple need selling technique the objec- 
tive is to establish a shortage which 
becomes the problem upon which the 
sale is based. This is generally done 
by: 

1. Establishing minimum 
ments. 

2. “Spending” the present holdings. 
This is the measuring job to test the 
income-producing ability of these pre- 
sent holdings. 

3. Subtract 2 from 1 and the result 
is the shortage or problem upon which 
the sale is based. 

In the method of program selling 
which we will discuss today, the prin- 


require- 


(CONTINUED ON PAGE 18) 





OPPORTUNTTY 


Constitution Life Insurance Company's expansion program ts creating 
once-in-a-lifetime opportunities for proven producers. You'll 


never have a better chance to step into 


YOUR OWN AGENCY 


Full up-to-date line of Hospital, Medical-Surgical, Major Med- 
ical and Income Coverages PLUS imaginative new Life Contracts 


assure Broad Market .... Something for everyone. 


@ Excess Commission Arrangement 
S 


@ Financial Aid 


@ On-the-Scene Training Assistance 


@ Tested Prospecting Formula 


Investigate today ...you 
have nothing to lose... 


a lifetime of success to 


GAIN. 


CONSTITUTION LIFE INSURANCE COMPANY 


4425 W. Lawrence Ave., Chicago 30, Illinois 


Call or Write 


LEON L. TRACY-Vice President 
Spring 7-7000 








March 22, 1958 


Family Plans Now 
Total $9 Billion 


The new family policy now covers 
3.6 million persons in 900,000 families 
for a total of $9 billion, of which at 
least $2 billion is in family income 
riders, according to an Institute of Life 
Insurance survey covering sales of the 
plan in 1957 and at the start of this 
year. 

The family plan in 1957 accounteg 
for 20% of the total ordinary life sales. 
The year’s new policies totaled 800,000 
and covered 3.2 million individuals for 
$8.5 billion. Of this, $2 billion is jn 
family income riders. 


N. J. Bills Raise Powers 


Of Insurance Commissioner 


The New Jersey assembly unani- 
mously passed bills increasing the 
powers of the commissioner of bank. 
ing and insurance and creating a com- 
mission to study and revise state in- 
surance laws. 

The bills permit the commissioner 
to take over a domestic insurance 
company which fails or refuses to re- 
move an officer or director found dis- 
honest or untrustworthy after a hear- 
ing, or refuses to be examined. The 
commissioner would alco have power 
to revoke an out of state insurance 
comnany’s license for any reason for 
which he might revoke a domestic 
firm’s: to refuse to license an out of 
state insurer when such action would 
nrotect the best interests of the state; 
refuse to license domestic companies 
if an officer or director has been con- 
victed of a crime; order regular in- 
ternal audits of insurers, and set and 
amend rules and regulations of the 
department regarding insurers. The 
commissioner would also be given ad- 
ditional powers to subpoena witnes- 
ses, to suspend licenses and _ assess 
fines for violations, and to establish 
courses of study for first-time agent 
applicants. 

The commission bill provides for 
three members from the senate, three 
from the assembly and three named 
by the governor who would also have 
power to name an insurance law ad- 
visory committee to work with the 
commission. Their report with recom- 
mendations would be filed with the 
governor and the _ legislature. The 
measure has an appropriation of $25,- 
000. 


New Illinois A&H Group 


Holds First Meeting 


Fox Valley Assn. of A&H Under- 
writers held its first meeting recent- 
ly in St. Charles, Ill. Ray Carpenter, 
Mutual Benefit H.&A., Aurora, has 
been temporary chairman and Mrs. 
Margaret Giffin, general agent, Aurora, 
temporary secretary-treasurer. Henry 
Truemper, Mutual of New York, heads 
a nominating committee to slate of- 
ficers for election. Formal chartering 
ceremonies will be held April 10. 

The association, which will affiliate 
with the state and international A&H 
groups, will carry out a program of 
public relations with residents and 
with hospitals and doctors in the Fox 
River area. 

Speaker at the first meeting was 
Jay DeYoung, Oak Park, III., control- 
ler of international association. 


Security Mutual GAs Confer 


Security Mutual Life of Binghamton, 
N. Y., held a three-day conference for 
40 general agents at Binghamton. New 
sales plans were introduced and a new 
recruiting and training program was 
unveiled. ; 

Harland L. Knight, agency vice-pre- 
sident, was in charge of the program. 
Speakers included President Rich 
E. Pille and Chairman George S. Vat 
Schaick. 
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WarREN A. GRADY 


At age 60 Warren A. 
Grady came to Franklin in 
North Carolina after having 
spent many years in New 
York with a large national 
drug house. 

New to North Carolina 
and to the insurance 
business, here is his 
record of three years’ 
accomplishment. 

Cash earnings for the 
past three calendar years: 


LCG eee ena see $ 9,931.03 
NORGE .-c cos 12,930.24 
LC Geveeee tack 15,958.40 
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St gets better 
all the time! 


Goldsboro, North Carolina 
January 4, 1958 


Mr. James A. Hands, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 

Dear Jim: 

It gets better all the time. When I started with Franklin a little 
over three years ago, at age 60, I would not have dreamed that 
so many wonderful things would happen. When I signed my 
Franklin contract I was deeply in debt, discouraged, and about 
ready to conclude that the best part of my life had gone with the 
wind. But I’ve found that “It Ain’t Necessarily So.” My 1955 
income was approximately $10,000; 1956 showed a considerable 
increase; and in 1957 I earned a total of $15,958. 


I have given much thought to my happy situation, and the only 
answer is Franklin Exclusives, plus my willingness to work. Along 
with my personal production I have built the top general agency 
in North Carolina, and I am not through building. 


Definition of a good salesman has been, and always will be, “a 
fellow who works.” 


I look forward to an even better year in 1958. 
Sincerely, 


Warren A. Grady 


An agent cannot long travel at a faster gait than the company he represents! 

















The Friendly 


FIRAN ILIIRIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Seven Hundred Fifty Million Dollars of Insurance in Force 





Debit Balances 
Vanish Under Pilot's 
New Financing Plan 


Ten principles for the “ideal agent 
financing plan that can eliminate debit 
balances” were 
advanced by R. W. 
Donaldson, vice- 
president of Pilot 
Life, in his address 
at LIAMA’s agen- 


ee 


cy management 
conference in Chi- 
cago. 

In listing the 
principles, Mr. 
Donaldson com- 
mented on _ their 


R. W. Donaldson 


application to Pi- 
lot’s recently in- 
stituted plan: 

1. No debit balance ever. He said: 
“An agent doing a satisfactory job 
does not see a debit balance on his 
statement at the end of every month. 
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Instead he has a positive balance— 
money in the bank. An agent doing an 
unsatisfactory job has a negative bal- 
ance, but not for long, because he is 
soon out of the business.” 

2. A plan easily understand. Pilot 
general agents, according to Mr. Don- 
aldson, find their plan easy to explain 
to a prospective agent. The reason 
lies in a simple “checking account” 
system, which he explained in detail. 

3. Tie agent to company. He admitted 
that “it is too soon to tell much about 
this, but we believe it will.” The rea- 
son: “The agent believes, as we do, 
that it is an excellent contract; he can 
see exactly what he is building up for 
the future in addition to the credits he 
is receiving now.” 

4. Validation based on annualized 
commissions. Mr. Donaldson explained 
that the validation is for the agent to 
have “a positive balance in his check- 
ing account.” 

5. Provide stabilized income to meet 
budget requirements. This is provided 
with a fixed monthly income, he noted. 

6. Provide incentive additional in- 
come. Explaining that this is “for ex- 

(CONTINUED ON PAGE 20) 
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L.A. Hammond 
Denver 


Oklahoma City s 


EQUITABLE LIFE OF IOWA IN 


THE WEST CENTRAL STATES 


Majestic mountains . . 
. . far-stretching fields of gold- 
. a maze of oil wells and derricks 


herds of cattle . 
en grain. . 


. rich farm lands .. . 
greatness of the West Central States. To take care 
of the life insurance needs of the people of these 

productive areas is the proud privilege of these 

Equitable Life of Iowa general agents and 

their agency associates. For their out- 
standing efforts, we salute them. 
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LIFE INSURANCE COMPANY OF IOWA 


bert E. Davis, CLU 
St. Louis 






Earl V. Reed 
Wichita 


. expansive ranches and 


are but a part of the 
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other than those who sold the insyr. 
ance originally. If it is revealed an 
integrated program of complete jn. 
surance coverages was not arranged 
properly for the policyholder, the 
original agent will not have the same 
standing in the eyes of his policy- 
holders. 

“2. Because the salesman has found 
that he will make more money if he 
renders complete insurance service ang 
his operating cost per sale will not 
be as great as it would be if he solq 
one line of coverage only. The sales- 
man has found if he does not do a 
complete insurance sales job, his com- 


Multiple-Line Trend 
In Selling To Keep 
Rising, Says Carson 


The current trend toward multiple- 
line selling is going to grow, in the 
opinion of Norman 
T. Carson, execu- 
tive vice-president 
of Central Stand- 
ard Life and chair- 
man of LIAMA’s 


agency manage- petitor will.” 

ment conference, Mr. Carson asked these questions of 
which met in Chi- his audience of agency officers: “Are 
cago. In his ad- we attempting to rationalize an atti- 


dress he called this 
trend “the sign of 
our times.” 

“The agent who 
sells life insurance 
only, accident and health and group 
only, or casualty insurance only, is 
fast disappearing from the sales 
scene,” Mr. Carson said. “More and 
more the American public is turning 
to the insurance man who can give 
complete insurance service, a man who 
handles all of an individual’s insurance 
affairs, in the same manner as the 
public looks to the physician for medi- 
cal service and to the lawyer for legal 
service.” 

As keynoter of the conference, Mr. 
Carson enumerated drastic changes in 
life insurance marketing during the 
last 20 years. He asserted that compa- 
nies now have to choose a course of 
action or fix a policy in relation to 
current trends. He emphasized that the 
life insurance business has been grow- 
ing vigorously and is in an era of ag- 
gressive marketing. 

Varying points of view on current 
marketing practices were brought out 
by the speaker. “There are those of 
us who have embarked on a program of 
price merchandising and pay little at- 
tention to need selling. Others criticize 
price merchandising on the grounds 
that the public does not buy our prod- 
uct on price.” 

“Then too, we have the conflict 
of policy selling versus programming,” 
Mr. Carson said. “We have further dif- 
ference in company practices and atti- 
tudes between mass selling and per- 
sonalized selling.” 

Mr. Carson took the position that the 
multiple sales concept is going to con- 
tinue to grow for two major reasons: 

“1, Because in the selling process it 
is almost certain that a policyholder 
will have his insurance programed by 


tude of distaste for new practices? Are 
we resisting change, as basic human 
natures so often dictates? How long 
can a company remain a ‘middle-of- 
the-roader’ in these dynamic times?” 

Each company, he suggested, will 
have to fall into these changes and 
trends and decide which road it wil] 
travel. 


Woodmen Of The World 
Offers Child Disability 


Disability benefits are _ included 
in basic membership certificates for 
juveniles issued after March 1 by 
Woodmen of the World Life. Basic 
junior certificates now provide for 
payment, at the owner’s option, of 
half their face value for total and 
permanent disability to the insured 
child after one year’s membership, 
Woodmen of the World adult member- 
ship certificates have included this 
disability benefit for many years. Both 
the junior and adult disability benefit 
features remain in effect until the 
member reaches age 60. 

Also since March 1, cash surrender 
values, loan values and paid up and 
extended term insurance are avail- 
able on many basic life certificates 
one year after issuance instead of 
three years as formerly. 











N. T. Carson 


Country Life In Force 
Rises $55 Million In ‘57 

Insurance in force of Country Life 
climbed to $54,878,309 in 1957, reach- 
ing a total of $775,948,285. 

The company paid $2,230,444 in divi- 
dends to policyholders during the year, 
a 27.5% increase over dividends paid 
in the previous year. Surplus increased 
$1,955,544, bringing total surplus to 
$13,670,221. 


Colonial Life has been licensed in 
Delaware, Indiana, Michigan, Ohio, 
Virginia and the District of Columbia. 








Four agency executives who took part in the LIAMA agency management 
conference are, left to right: Kenneth W. Cring, Pacific National Life; R. W. 
Donaldson, Pilot Life; Hal D. Wallace, Monarch Life; and J. D. Anderson, 
Guarantee Mutual Life. Messrs Cring and Anderson were workshop modera- 
tors, and Mr. Wallace and Mr. Donaldson were speakers. 
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STATE MUTUAL 


An outstanding new State Mutual Major 
Medical policy with many hard-to-match sales 
features — to make selling easier and more 
profitable for you. Not a substitute for, but a 
supplement to basic, short-term medical, surgical 
and hospitalization plans — to help pay the BIG 
bills which otherwise might threaten a family’s 


MEDICAL 


financial security and create years of debt. 


Sales Features of the NEW State Mutual Major Medical Policy 
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Send for full 
information about the 


Major Medical Policy 





@ Benefits up to $7500 for any one sickness or injury 
@ Low cost: $500 deductible, co-insurance 80% — 20% 
@ Up to 90 days to satisfy deductible 
@ Guaranteed continuable to age 65, adjustable premium 
) @ Covers expenses for services and supplies both in and out 
of hospital 
@ Benefit period — 2 years 
@ No extra cost for coverage on additional children after the first STATE MUTUAL 
@ Conversion privilege for children 
@ Mother if not yet 65 becomes policy- 


owner on death of father 


@ Participating 





STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 





Wein 


+ 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full information about your new 
Major Medical policy. 
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United States Life 

Stuart F. Remmel Jr. has been ap- 
pointed assistant superintendent of 
Pacific coast agencies of United States 
Life. He has been a _ supervisor of 
Equitable Life of Iowa at Los Angeles. 


New England Life 


Ronald R. Craven, 


supervisor of 


HteNATIONAL UNDERWRITER 


Changes In The Field 


New England Life at Dayton since 
1956, has been appointed assistant to 
the directors of agencies at the home 
office. He joined the company at De- 
troit in 1954. 


Pacific Mutual 


Louis Patino Jr., has been named a 
regional supervisor of agencies at Pa- 


cific Mutual. He has had 10 years 
experience in life insurance manage- 
ment. 

H. J. Hartnett has been named man- 
ager of the Houston agency of Pacific 
Mutual. He was a division manager 
for a life company for eight years be- 
fore joining Pacific Mutual. 


Lincoln National Life 


Philip J. Terveer has been appoint- 
ed regional group manager in Norfolk. 
After joining Lincoln National in 1955, 
he received training in the home office 
and also had field experience as group 








it's good 


to be 


KNOWN 


Everyone likes to be welcomed and accepted. The John 
Hancock representative can count on a friendly acceptance. The 


outstanding reputation of the John Hancock, backed by 


dramatic national advertising, always supports him in his work. 
The John Hancock representative can offer his prospects 
modern life insurance protection — Family policies, Business 


life insurance, Personal Health insurance, Annuities, as 


well as a wide variety of up-to-date Group plans and all regular 
forms of individual Life policies. Often a man is accepted 


because of the company he represents and the modern 
merchandise he has available. 







MUTUALYJ LIFE 


Fiat ae 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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represen.ative in northern Indiana 
He was appointed regional group man- 
ager at Washington, D. C., in 1957, 


Berkshire Life 


Join H. Ridall has been appointeg 
general agent at Dayton. The agency’s 
new offices are at 11 West Monument 





otk Ridall B. A. Schauer 
building. Mr. Ridall has been a super- 
visor at Indianapolis. 

B. A. Schauer has been appointed 
general agent for Berkshire Life and 
will head a new agency at Jamestown, 
N.Y. He entered life insurance with 
Penn Mutual at Pittsburgh in 1935. In 
1942 he was appointed general agent 
at Detroit. He is past president of 
Detroit Life Underwriters Assn. and 
former board member of General 
Agents & Managers of Detroit. 


Occidental Of California 


Ralph J. Schulz 
has been named 
manager of Occi- 
dental’s Louisville 
office. He has 
been division 
manager in Louis- 
ville for Pruden- 
tial and was pre- 
viously an agent 
for Bankers Life 
of Iowa and Home 
Life of New York. 





R. J. Schulz 


Life Of North America 


Joseph S. Flanagan has been named 
manager of Life of North America at 
Newark. He joined 
Metropolitan Life 
as a clerk at Un- 
ion City, NJ., in 
1937, entered the 
field after World 
War II and be- 
came a supervisor 
in 1950. He was 
branch manager 
of New England 
Life at Newark 
from 1952 until 
1957, when he 
joined Life of 
North America. 





J. S. Flanagan 


California Life 


California Life 
has opened a mid- 
west office with 
C. Clint Chambers 
as executive man- 
ager. He formerly 
headed the motor 
transport division 
in the A&S de- 
partment of Con- 
tinental Casualty, 
Chicago. 





C. Clint Chambers 


Aetna Life 

Roger K. Loving has been promoted 
to assistant general agent of the Holt 
agency of Aetna Life at Des Moines: 
He joined the company at Fairfield 
Ia., in 1954 and was named supervisor 
at Des Moines two years ago. 


Connecticut General 


New assistant managers of Connec- 
ticut General are Richard D. Elling- 
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son, San Francisco; Charles V. Brock- 
ett, Detroit, and Robert D. Heins at 
the Newark brokerage agency. New 
staff assistants are Elton H. Brooks, 
Indianapolis; Arthur R. Bradley, Ev- 
anston, Ill., and Robert E. Wisbon, 
San Francisco. Joseph L. Ferguson has 
been named brokerage consultant at 
the Cincinnati brokerage agency. 


Ohio National Life 


Arnold Rasmus- 
sen has been 
named general 
agent at Salina, 
Kan., for Ohio Na- 
tional. He had pre- 
viously been with 
Bankers Life as 
agent and general 
agent. 


Arnold Rasmussen 


Security Mutual, N. Y. 


Harlan H. Davalt and Robert B. Carr 
have been appointed general agents at 
Jacksonville and Orlando, Fla., respec- 
tively, by Security Mutual Life of 
Binghamton, N.Y. 

Mr. Davalt entered life insurance 
with Connecticut Mutual in 1953 and 
in 1955 became associate general agent 
of National Life of Vermont for north 
Florida. 

Mr. Carr became a district agent for 
National Life of Vermont at Atlanta in 
1952. After moving to Orlando in 1957 
he joined Penn Mutual Life there as 
an agent. 


Mutual Of N. Y. 


Henry F. Freniere has been appoint- 
ed brokerage supervisor in the Boston 
(Meehan) agency of Mutual of New 
York. He joined the agency in 1955, 
after several years of sales and man- 
agement experience in other fields. 


Massachusetts Mutual 


Massachusetts 
Mutual has opened 
an agency at 
Bridgeport, Conn., 
and appointed 
Walter S. Robbins 
general agent. He 
has_ represented 
the Hartford agen- 
cy in New Haven 
since 1951. 





W. S. Robbins 
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Continenta] American 


Continental American has appoint- 
ed William H. Melvin Jr., as general 
agent in Pittsburgh. He was with Aet- 
na Life for seven years, having served 
most recently as supervisor at Pitts- 
burgh. 


Guardian Life 


Ivan R. Brown has been appointed 
manager for Guardian Life at Houston. 
He entered life insurance in 1955. He 
qualified for the Million Dollar Round 
Table in the past two years. He has | 
been with Massachusetts Mutual and | 
before that was with New England | 
Life. 


AMERICAN INCOME LIFE—Co- 
lon McK. Crawford has been appoint- | 
ed general agent for the Tyler, Texas, 
area. He joined the company in De- 
cember, 1957. 

Dave L. Pearce, former commission- 
er of agriculture for Louisiana, has 
been appointed general agent for that 
state. Mr. Pearce is beginning to set | 
up agencies for the company in all 
principal cities and towns in Louisi- 
ana. 


OCCIDENTAL OF N.C.—Floyd G. 
Layhew has been appointed a district 
manager for Occidental Life of North 
Carolina at Nashville. 


LIBERTY L.&C.—Edwin S. Gottlieb, 
former assistant agency development 
manager of National L.&C., has been 
named regional director. 








Levy Brokerage Group 


Names New Presidents 


Joseph Brand, president of Trans- 
Oceanic Brokerage Corp. and Mono- 
gram Brokerage Corp., has been elect- 
ed president of Michael Levy Co. and 
Federated Brokerage Group, Inc., New 
York. Milton Spahn, president of Camp 
Brokerage Co., has been elected pres- 


















1957 was another Banner Year for 
1,200 Jefferson Standard 
agents. 1957 was their sixth con- 
secutive “Best Year” 
surance sales. 
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Represents The 
Jefferson Standard 


Viandard 


Home Office: Greensboro, N.C. 


some 


in life in- 


efferson 


LIFE INSURANCE COMPANY 














ident of Estate & Pension Programs, 
Inc., and Federated Brokerage Corp. 

Michael H. Levy remains as chair- 
man of all corporations. The changes 
will permit Mr. Levy to participate 
actively in the new American Secur- 
ity Life of New York, of which he is 
president. Application for a license for 
the company will be forwarded to the 
insurance department within the next 
two weeks. 


D. B. Potts, executive vice-president 
of Wisconsin Casualty Assn., addressed 
the March meeting of Detroit A&H 
Underwriters Assn. 











Agent’s and General Agent’s contracts available to qualified men. 
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The finest place 
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you and your 
family to live 
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2397 Coral Way 


Incentive Financing-Free Group Hospitalization and Life Bonuses. 


STOCK OPTIONS 
Send resume and photo to: 
Granville H. de Roode 


American Life Savings Insurance Co. 


Miami, Florida 
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Home Office Changes 


Loyal Protective Life 


Luther A. Fisher, general agent of 
Loyal Protective Life at Reading, Pa., 
since 1931, has been elected a direc- 
tor. He has been with the company 
since 1928. 


United States Life 


U. S. Life has placed Douglas J. Moe 


in complete charge of A&H policy 


planning. John R. Bickford has been 
promoted to administrative assistant 
to Vice-president J. F. Welch to coor- 
dinate the A&H underwriting, claims 
and policy issue departments. James 
A. Lynch has been appointed director 
of A&H sales. 


CITIZENS STANDARD LIFE of 
Texas—Ira R. Fisher Jr. has_ been 
named president, and Preston Doughty 
becomes chairman. Among other of- 


ficers elected are: Ira C. Jared Jr. 
vice-president and director of training; 
Roy Doughty, vice-president; Robert 
M. Banks, vice-president and secre- 
tary; Thomas C. Parker, treasurer; Dr. 
McIver Furman, medical director. 


Continental American Life 


Harry Brochstein has been named 
to the board of Continental American. 
Larry Nicastro and Judge S. J. Wies- 
enthal have been appointed to the 
company’s advisory board. Louis Ros- 
enberg was promoted to senior vice- 
president and general counsel. Assist- 
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ladder . . 


success. 





These men behind the A®tna Life man are members of the Genéral 
Agency staff. They are important men in his business career. 

One is the General Agent who first showed the man how he could 
succeed in life insurance selling . .. who watches his every step up the 
. who is a friend, a counselor, a booster. 

Others are agency staff members including experts in specialized 
fields — advanced underwriting, group insurance, pensions, and acci- 
dent and health. The experience, knowledge and sales ability of such 
men are always available to the A°tna Life man. They guide him in 
developing and closing cases which can provide extra service for clients 
and substantial commissions for the salesman. 

These general agency teams provide the leadership and inspiration 
essential to AZtna Life’s proved program of training and selling for 








FETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
AINA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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,ant vice-presidents Herman Bender 
Nathan L. Black and R. P. Swanson 
have been promoted to vice-president 
A. Bert Hicks was raised from asggigt- 
ant vice-president to vice-president 
and secretary. Harvey G. Tidwell, for. 
merly secretary, has been named Vice- 
president and director of agencies 
Melba Brady has been elected asgsjgt_ 
ant secretary and James P., Rascoe 
assistant treasurer. ; 


Great-West Life 


G. E. Thomas has been named gy- 
perintendent of agencies with heaq- 
quarters in Tor- 
onto. He formerly 
was manager of 
Great-West’s Tor- 
onto western of- 
fice. He joined the 
company in 1941 
as a clerk at Tor- 
onto, was named 
supervisor there 
in 1947, and was 
appointed manag- 
er of the Toronto 
western office in 
1952. J. C. Davey, 
formerly manager 
at St. Catharines, 





G. E. Thomas 





Ont., succeeds Mr. Thomas as Toronto | 


western manager. 


Prudential 


H. Gordon Dunkerley has been pro- 
moted from assistant director to di- 
rector cf group sales and service in 
Prudential’s regional home office 
at Minneapolis to succeed Kenneth (C., 
Nichols, who became executive direc- 
tor, group insurance, at the Newark 
home office. Harry L. Sutton Jr., was 
named _ assistant actuarial director 
there. 

Mr. Dunkerley joined Prudential in 
1934 and has been in the group in- 
surance field since 1946. Mr. Sutton 
has been with the company since 1951 
and joined the Minneapolis office last 
August as a senior actuarial assistant. 


Beneficial Life 


Virgil H. Smith, vice-president and 
actuary of Beneficial Life, Utah, has 
been named as 
president. He suc- 
ceeds David 0. 
McKay, who be- 
comes chairman. 
Named vice- 
chairmen were 
Stephen L. Rich- 
ards and J. Reu- 
ben Clark Jr., both 
vice-presidents. 

George J. Can- 
non, executive 
vice-president, has 
become president 
of the Salt Lake 
City firm of Heber 


Virgil H. Smith 


J. Grant & Co. but will continue as a 
director of the life company. 


Mr. Smith went with Beneficial in 


1913 as a telephone “answerer,” being 
appointed assistant cashier in 1916. 
He joined the actuarial department a 
year later, becoming actuary In 1936, 
as well as secretary and a director. He 
was elected a vice-president in 1942. 
He is currently president of Salt Lake 
City Board of Education and some 
years ago was secretary of Utah Life 
Managers Assn. 


Southwestern Life 


J. Harold Dunn of Amarillo has been 


elected a director of Southwestern Life. 
He is president of Shamrock Oil 


Gas Corp. 


NATIONAL UNION LIFE of Ala- 


bama—Henry F. Fitzgerald has been 
named : { . 
north central division, with offices a 
162 Griggs-Midway building, St. Paul. 
The company’s majority stockholder is 
William L. McKnight, chairman Min- 
nesota Mining & Manufacturing C0. 


superintendent of agencies, 


Mr. Fitzgerald has had 20 years 0 


one rn ee > 


— 
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agency management experience in life 
and A&s. 


Lincoln National Life 


Nicholas P. 
Oglesby has been 
appointed _assist- 
ant superintend- 
ent of agencies. 
He has been gen- 
eral agent and 
agency manager 
in Roanoke, Va., 
for the past seven 
years, prior to 
joining the com- 
pany. 





N. P. Oglesby 


Republic National Life 


Robert P. Brady and Edward J. 
O’Boyle have been named vice-pres- 
idents. Mr. Brady has been with Re- 
public National since 1953 in the re- 
insurance division. Mr. O’Boyle joined 
the company in. 1957 after several 
years in actuarial work with other in- 
surance companies. 

Barry L. Oakes and William N. Stan- 
nus have been elected directors. Mr. 
Oakes recently joined the company as 
vice-president and general counsel. 
Mr. Stannus joined the company as res- 
ident vice-president for reinsurance in 
1956, and headed that division in 1957. 


MARYLAND LIFE of Baltimore— 
Paul P. Swett Jr., formerly with Bal- 
timore Life and Connecticut General, 
has been elected president to succeed 
Donald H. Garver, who has retired 
after 40 years’ service. 


COLUMBIAN MUTUAL LIFE of 
Memphis—Charles A. Baker Jr., di- 
rector of agencies since 1956, has been 
elected vice-president and director of 
agencies. 


NATIONAL BANKERS LIFE— 
Monroe C. Metcalf has been named 
vice-president and director. Gilbert O. 
Paudler has also been elected a direc- 
tor. 








Agents Play Major Role 
In A&S PR: Williams 


Agents play an important part in 
developing greater public acceptance 
of health insurance services, James R. 
Williams, vice-president of Health In- 
surance Institute, told the monthly 
meeting of New Jersey Assn. of 
A&H Underwriters in Newark. With 
public demands for broader A&S 
coverages constaritly increasing, agents 
hold key public relations positions in 
the never-ending effort to develop, re- 
fine and expand the kinds of protec- 
tions the public wants, he said. 


Name Omaha Conference Speakers 


A one-day “Realistic Estate Plan- 
ning” conference was held at the 
University of Omaha recently. Key- 
note speakers were Dr. Solomon H. 
Huebner, dean emeritus of the Whar- 
ton school, on “Human Life Val- 
ues and Their Adequate Protection 
With Life Insurance,” and Samuel J. 
Foosaner, Newark attorney, “Tax 
Techniques for Realistic Estate Plan- 
ning.” There was also a four-man pan- 
el on problems of estate planning. 
Conference sponsors were Univer- 
sity College of Adult Education, Omaha 
CLU chapter, Omaha Bar Assn., Bar- 
Tisters Club, trust departments of 
Omaha banks and Nebraska Society of 
Certified Public Accountants. 


Peninsular Life To Form 


Unit For Industrial Fire 


Directors of Peninsular Life of 
Jacksonville, Fla., have approved plans 
to form a wholly-owned subsidiary to 
write industrial fire insurance. The 
new company will be Peninsular Fire 
and will start operations ‘about June 
1 with a capitalization of $450,000. 
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Republic National 
Sales Up 52% In‘57 


Republic National Life’s 1957 sales 
exceeded 1956 sales by 52%, Theo. 
Beasley, president and chairman, re- 
ported at the annual meeting in Dallas. 
New life issued in 1957 amounted to 
$643,412,296. Total in force reached $1,- 
581,541,209, a gain of 35% over 1956. 
Total income was $30,097,512, up 29%. 

Assets were up 8% for a total of 
$3,383,608. Capital and surplus in- 
creased to $5,031,131. Benefits paid to 
policyholders and beneficiaries reached 
a total of $84,957,906, with 1957 pay- 
ments of $16,531,544. A&S premium 
income reached $9,000,494, a 63% in- 
crease. 

Republic National reached its first 
billion in force in 1956, and as a result 
of the recent increases, the company 
anticipates reaching the second billion 
in 1958. 


Continental Assurance 
Issues New Contract 


Continental Assurance is now offer- 
ing a new ordinary life contract with 
return cash value to age 65, this being 
provided by term insurance equal to 
the cash value of the base policy until 
age 65 (or after 10 years from issue 
age 56), when it expires. A unique 
feature, according to the company, is 
that the term portion may be converted 
to ordinary at age 60 (or at the end of 
five years, whichever is later) without 
evidence of insurability. 

Called the executive estate builder, 
the contract was designed to meet the 
increased public interest in split dollar 
and maximum loan premium payment 
methods, Continental states. In this 
way a major disadvantage of the 
amount of protection decreasing as the 
loan increases is obviated, since the 
term protection always equals—to age 
65—the amount of cash value bor- 
rowed, leaving the full face amount 
intact. 

Indianapolis Life paid life volume 
for February was 14% ahead of last 
year, while figures for the first two 
months were 13% ahead of last year. 
A&S sales during the month were al- 
mest 17% ahead of last February. 








LOOK... 










PICTURES CHANGE 
‘AUTOMATICALLY 


Pictures change automatically, always on cue, when you use the 
DuKane Micromatic sound slidefilm projector for selling or for 
training. No beeps, clicks, or bongs . . . film advance is triggered by a 
silent 30/50 cycle impulse cut right into the record. No film rewinding — 
DuKane’s ‘‘Redi-Wind”’ does it for you, automatically! Built-in 
“shadow-box”’ screen, plus plenty of power for big-screen projection. 






also from DuKane 


dynamic salesmanship 


in an attaché case 


Unique DuKane Flip-Top puts dramatic hard-sell power in a 
13-lb. package! Ideal for desk-side presentations. No set-up 
fuss, no room darkening. Startling clarity in color or 
black-and-white filmstrip, plus top voice fidelity. 


For a demonstration at your own desk, write or wire 


Only 15° x 13” x 7 


DuKane Corporation, Dept. NU-28:, St. Charles, Il. 
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ROOM AT THE TOP 


There’s always room at the top with Western Life. That’s because Western has 
a reputation for helping its fieldmen help themselves. Men with initiative ind 
ability soon find that Western has the tools to help them get ahead in a hurry. 
Why stay in a low income bracket, when theie is rcom for you at the top? Write 
us today to learn how you can qualify as a Western Associate or General Agent. 


ai ee R. B. Richardson, Pres. 
Eble Lee Cannon, Agency V. P. 


Insurance in Force over $370,000,000. Assets over $82,000,000 












Western Life, 
Western Life Building 
Helena, Mont. 
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FizeNATIONAL UNDERWRITER 


N. Y. City Agents Get Sales Tips At Congress 


(CONTINUED FROM PAGE ®) 


how the policy would work. The parent 
is interested in knowing how he would 
provide for the child if he should 
die. 

The agent must act with integrity, 
Mr. Leitman declared. If a sale cannot 
be made, the agent should leave in a 
way that will enable someone else to 
return to the prospect later. 


Agents should not become angry over 
rejections or rated policies, he said, 
because the companies do not want 
to do these things: They have to, as a 
matter of good business practice. 

A man producing $500,000 or more 
a year will find it worthwhile to have 
a secretary. This will keep him from 
bogging down with office detail. 


Two or more men could jointly hire a 
secretary if one could not afford the 
cost alone. 

He warned agents against allowing 
pressure to undermine their health. He 
works without definite appointments, 
thus avoiding a lot of worry and pres- 
sure. If he cannot see a prospect one 
day, he will see him later. 

Producers, many of them earning 
good incomes, should be willing to 
spend a reasonable amount of money 
for business purposes. This can be tax 
deductible. 








‘“‘Our greatest asset...happy, successful field people’’ 


President Chester O. Sullivan defines the basic pur- 
pose of Midland Mutual: 

“Extending the benefits of personal insurance to 
an ever-increasing number of people.” 

Our greatest need in the accomplishment of this 
purpose is an effective, well-trained sales organiza- 
tion. Our greatest asset will always be happy, suc- 
cessful field people — because they do the actual 
work of serving the public through our products. 

Midland Mutual offers rewarding careers in field 
management and underwriting—and provides 
the leadership and support to help field people 
achieve real success. The home office is staffed with 
capable, experienced individuals who are respon- 


THE MENSFROM MIDLAND MUTUAL 





Chester O. Sullivan, Midland Mutual’s field-minded President. 


sive to the needs and problems of the field force. 

To find out more about the advantages of Midland 
Mutual's “Helping Hand” philosophy of operation, 
write to Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 


‘ Serving Personal 
Security Needs 
Since 1906 





MIDLAND MUT. CAL 


LIFE INSURANCE COMPANY 
256 East Broad St., Columbus 16, Ohio 
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Mr. Leitman’s final suggestion was 
that hard work must be added to ey- 
erything the agent does. 

Mr. Garrett, author of the book, 
Phonemanship, said the same funda. 
mentals of human relations used jn 
personal selling can be applied to tele. 
phone selling. The face-to-face visit js 
most important in sales work and the 
telephone is second. 

In telephone selling, the salesman 
must win the prospect’s interest in the 
first 10 seconds of the conversation, 
The face-to-face approach can be 
stower. Words must do everything on 
the telephone because the agent does 
not have the use of his appearance, 
gestures, exhibits and other sales aids. 
However, the tone of the prospect’s re- 
marks can be a tipoff on how to handle 
the interview. The telephone salesman 
must have ready answers to many 
questions because he only has a short 
time for winning the prospect’s inter- 
est. 

Lists Six Phone Techniques 

Mr. Garrett listed six basic tech- 
niques for using the telephone. 

1. The salesman must have a rea- 
son for calling that seems logical to 
the prospect. 

2. The salesman must offer some- 
thing that will benefit the prospect, 
give him a reason for listening. Be- 
cause time is so important, the idea 
must be presented in 17 words or less 
and must take no more than 10 sec- 
onds to say. 

3. The salesman must give a good 
reason why the prospect should act at 
once. There must be a sense of ur- 
gency. 

4. The salesman needs a planned and 
well-phrased leading question to de- 
termine whether to spend any more 
time with the prospect. 

5. If the prospect can be made to 
agree to “small pieces” of the proposi- 
tion, it will be easier to get him to go 
along with the complete deal. This 
“frequent trial closing device” can be 
used for making sales or obtaining 
personal interviews. 


6. When concluding the telephone , 
conversation, the salesman should con- — 


firm whatever arrangements have been 
made by repeating them. 
Should Be Written Down 

Since the quick presentation of a 
reason for listening is the most im- 
portant technique, Mr. Garrett said, 
the approach should be written down, 
studied, revised, tested and learned. 
The 17 words should paint a broad 
picture. Each sentence should be a 
question to draw out the prospect. If 
costs are mentioned, the _ benefits 
should be, too. Plenty of sales ideas 
should be on tap for answering the 
objections. A “chain reaction’ must be 
created in order to continue the sales 
process. 

The salesman should lean on his 
company’s name when it has “product 
substance,” which causes people to re- 
ly on the company because they know 
of it. 

Mr. Rutherford, whose topic was 
“Let’s Disintegrate the Sales Barrier,” 
pointed out that this barrier cannot 
be disintegrated: Only overcome. 

The type of agents who overcome 
sales barriers are “ordinary men on 
fire with an idea,” he said. Hard work, 
talent, merchandise, territory, knowl- 
edge, aptitude for selling will help at- 
tain success but none alone will do it. 
Attitude is vitally important, the “key- 
stone to the arch.” Training is a major 
factor, too. 

For many years before the 4-minute 
mile was run, he said, it was thought 
that man could not travel that fast. 
Once the distance was run in less than 
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four minutes, the feat was recognized 
js possible and a number of men 
rained for it and did it. 

Mr. Rutherford talked about the 
“fgur-izes”—analyze, organize, visua- 
lize and dramatize. The agent must 
ynalyze himself, his product and the 
market. Then he must organize his 
jctivity, taking care not to “talk a sale 
‘9 death.” He must help the prospect 
yisualize the situation by providing 
‘acts and figures. He must dramatize 
the sale. He must help people buy in- 
surance—not just sell it. 

Finally, the agent must capitalize 
by describing the benefits of insur- 
ance. 
Agents must realize, Mr. Rutherford 
said, that a man buys insurance for 
this simple reason: He has a wife and 
children. 

Mr. Thompson, a Million Dollar 
Round Table member, spoke on the 
topic, “The Hard Way is the Best Way.” 

Since 1945, he has built up a clien- 
tele of 250 young men who were very 
insurable and showed promise of 
growing into leading positions in Nash- 
ville. He offers them a complete audit, 
will and insurance service. In return, 
this group provides him with 100 lives 
a year, many referred leads and a good 
source of business for the future. 

Mr. Thompson avoids pressure sales 
tactics. He offers the audit and ex- 
plains how insurance fits into the pros- 
pect’s picture. It is important to make 
the prospect feel the plan is designed 
for his family. 

Mr. Thompson strives to make these 
250 clients keenly aware of their place 
in the family and the community. He, 
too, is active in local organizations 
but does not use these connections 
directly with his business. He con- 
ceded, however, that these affiliations 
pay off in the long run. 

The challenge to the life insurance 
business in 1958-59 will be how to 
cash in on the increased sales oppor- 
tunities that exist due to the changed 
market structure, said Mr. Johnson in 
his “Blueprint For Tomorrw.” 

As the standard of living advances 
and families move from one income 
group to a higher one, their need for 
insurance increases. Even the present 
level of real purchasing power of 
American families would indicate a 
minimum need for about 80% more 
life insurance than was in force last 
year if the pre-World War II level of 
protection would be equalled. An ex- 
panding economy based on increased 
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Mass. Bill Clarifies 
Affiliation Problem 


The acting governor of Mas- 
sachusetts has signed a bill removing 
restrictions which in effect prevented 
insurance companies from affiliating 
by the normal method of exchange of 
stock of one company for the other, 
because such stock had to be offered 
first to existing stockholders of the 
offering company. The bill clarifies an 
ambiguity in the law on the question 
of whether stock may be issued in ex- 
change for stock. 

It was sponsored by Springfield 
group, which recognized the obstacle 
the law set up for companies desiring 
to keep in step with the trend toward 
acquisition of either life or casualty 
companies. The measure was _ intro- 
duced prior to any active negotiations 
with Monarch Life, with which Spring- 
field is affiliating. 





productivity could substantially ex- 
pand this insurance need in the next 
five years. 

Recognition of the changed compo- 
sition and needs of American families 
and the trends toward greater family 
life, home ownership, suburban living 
and improved levels of education will 
help insurers cash in on the increased 
opportunities for life insurance sales, 
Mr. Johnson pointed out. 

Mr. Adinolfi said successful agents 
are just like any other group of peo- 
ple, except for two distinguishing 
characteristics: A singlehearted devo- 
tion to work everlastingly harder at 
the job than the average man, and a 
consuming zeal to accomplish what 
others said they could not. 

Nothing can take the place of deter- 
mination. Although book learning and 
technical proficiency are important. 
the inner drive which makes people 
press onward is needed to attain suc- 
cess. Many have succeeded in life in- 
surance with little more than this “fire 
in the belly.” 

“It’s simply a matter of mental ad- 
justment, for as the time arrives when 
you can look upon your work as an 
opportunity to be seized with joy and 
made the most of; when life insuranc> 
becomes your avocation as well as your 
occupation; from that day forward 
anonymous pasts must give way to pre- 
dominance and achievement,” Mr. 
Adinolfi said. The title of his talk was 
“There Is No Other Way.” 








underwriters. 





Mail this 
Coupon 


Name 


 Sewice forlife Mmsuunce Ep resent C: 


Loans are available for you on your renewal com- 
missions—for additional working capital. for busi- 
ness expansion, for personal use. Prompt. eflicient. 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


1 am interested in vour service. 
Iniormation, at no obligation to me. 





Please send further 


Agent 
Gen. Agt. 





today 


Address. 
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REINSURANCE 


From ANNUAL STATEMENT 
December 31, 1957 





ASSETS $70,601,597 


LIABILITIES 
Reserves 


Other Liabilities 


$48,036,806 
5,495,121 


CAPITAL § $ 3,000,000 
SURPLUS 14,069,670 
SURPLUS TO 
TREATYHOLDERS 17,069,670 
$70,601,597 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St. 175 W. Jackson 100 Bush St. 
_ — 



























A WELL-BALANCED COMPANY 


Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Lite Advertisers 
Have Stellar Card 
For Chicago Rally 


Life Advertisers Assn. has announc- 
ed some of the headline speakers for 
its forthcoming north central round 
table at the Drake hotel, Chicago, April 
21-22. Among them are _ Director 
Joseph H. Gerber of Illinois; Donald 
F. Barnes, director promotion and ad- 
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vertising division of Institute of Life 
Insurance; LAA President Morgan S. 
Crockford of Excelsior Life of Canada; 
John Bolger Jr., research analyst. 

Andrew Vander Zwaag, special re- 
presentative of Franklin Life, will tell 
the members “What A Company Sales 
Promotion Department Can Do For An 
Agent,’”’ and a prominent Northwestern 
Mutual Life policyholder will give his 
thoughts on how a policyholder looks 
at life insurance. Other subjects to be 
discussed will include direct mail, 
training records and contests. 


Pacific Mutual Life 
Assets Up $10 Million 
In Big 1957 Gains 


Pacific Mutual Life in its 1957 finan- 
cial report showed assets of $566,094,- 
970, up $10 million from 1956. Surplus 
funds increased by some $2,800,000. 
Total of capital, surplus, contingency 
reserves and mandatory security valu- 
ation reserve is now $33,976,823. 





NOW 
ONE BILLION 
DOLLARS 
OF LIFE 
INSURANCE 
IN FORCE 


On August 26, 1957 
Pan-American Life 
Insurance Company 
passed the mark of 
One Billion Dollars of 
Life Insurance 

in Force. 


Ads similar to this 

one appearing in 
NEWSWEEK 
magazine and in 53 
major newspapers 
have assisted our 

Field Force in reaching 
this goal—they wiil 
continue to aid them 
in their future progress. 


You can “‘put yourself, 
and your family, on 
your own payroll 

first’”’ not only through 
our life insurance, 

but also by 
representing us under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 


Poul lls 


Vice-Pres. & Agency Director 





Lud your FAMILY on 
your payroll first / 








Insurance policy. 


Among the top 10% of 
U. S. life insurance 
companies — writing 
more than 90% 

of all life 
insurance. 















Jour Pan-American Agent 
Can ShOW you how... 


Uppermost in the mind of every man with a wife and children 
is to provide a fine standard of living for them today . . . and, 
to be certain they continue their standard of living in the 
future. If all of his salary goes into other hands every pay- 
day, there’s nothing left for family protection. The wise man 
puts his family on his own payroll first! A brief talk with 
a Pan-American representative will quickly disclose how easy 
it is to provide security with a special Pan-American Life 


Pan-American 


Life Insurance 
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A MUTUAL 
COMPANY 


NEW ORLEANS 
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The company’s net rate of earnings 
on invested assets, reported as one of 
the life insurance industry’s highest 
stood at 3.98% before taxes; 3.6gq, 
after taxes. This compares with 3.86% 
and 3.61% in 1956. 

During the year the company made 
the final restoration payment to hold- 
ers of its non-cancellable income dis- 
ability policies. Full restoration of 
these benefit payments has been ac- 
complished over a period of 15 years 
at a total cost of some $31 million, 

Mortality experience for the year 
was favorable, although not quite so 
much so as in 1956, a year of excep- 
tionally low mortality for Pacific 
Mutual. Payments to the company’s 
policyowners and their beneficiaries 
reached a new record of better than 
$83 million, up more than $15 million 
over 1956. 

Life in force increased by year’s 
end to $2,478,677,404. The comparable 
1956 figure was $2,333,455,751. Prem. 
ium income totalled more than $94 
million, up nearly $1.75 million. 


N.Y. Department Examiner 
Sets Up Consulting Firm 


Maxwell Livshin, associate examin- 
er, has left the New York department 
to form his own business as a pension 
and welfare consultant with offices at 
258 Broadway, New York City, and in 
the Rubin building, Syracuse. 

From 1923 to 1928 Mr. Livshin was 
with the income tax division of In- 
ternal Revenue Bureau in Syracuse 
and Buffalo. Until he joined the ex- 
amining staff of the department in 
1930, he practiced public accounting in 
Syracuse. 

In the New York department, Mr. 
Livshin had experience in examining 
casualty insurers, and participated in 
the merger of several of the larger 
mutual casualty companies. In 1949 he 
was appointed associate examiner in 
the uniform accounting bureau and 
helped prepare a number of depart- 
mental interpretations on uniform al- 
location of expenses. In 1951 he made 
the first department investigation of a 
welfare and pension fund. 


Rushmore Mutual Has 


40% Gain In ‘57 Sales 


Rushmore Mutual Life of Rapid City, 
S. D., recorded sales for 1957 totaling 
more than $19 million, an all time high 
for the company, and 40% above 1956. 
Life insurance in force now totals more 
than $42 million, besides substantial 
amounts in A&sS. 


Plan New Brotherhood Mutual H.O. 

Final plans have been completed for 
Brotherhocd Mutual’s new home office 
building in Fort Wayne, Ind., and con- 
struction bids will be let in April. The 
company hopes to occupy the building 
in 1959. The office, to be built on a 
10 acre suburban tract, will measure 
150 by 150 feet, and will feature a 
modern interior patio and large glass 
areas. Over-all area will be 15,000 
square feet. 


Sales in February of Shenandoah 
Life totaled $1,922,182, up 25%. Sales in 


the first two months were $4,129,475, 
up 22%. 


a Service Guide 


ACTUARIAL COMPUTING 
SERVICE, INC. 


: 1389 Peachtree Street, 

















N.E., Atlanta 8, Georgia, 
P.O. Box 6192, Tel. 
TRinity 5-6727. 
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Pasadena-San Gabriel 
Valley Assn. Enters 
(al. Group Life Case 


Pasadena-San Gabriel Valley Life 
Underwriters Assn. points out in its 
february bulletin to the members that 
California State Assn. of Life Under- 
writers “is vigorously engaging the 
attorney general’s office to expose 
Northwestern National’s illegal sale of 
group life insurance. Under the guise 
of ‘franchise insurance’ Los Angeles 
County Medical Assn. has purchased 
$25 million of term life. Under the plan, 
every doctor in the county is guaran- 
feed on request to receive $10,000 in- 
surance, without regard to his health, 
with a balance of $50,000 ‘examined 
group’ on request.” 

The bulletin goes on to say that “we 
need to defeat this unfortunate alliance 
against our business, as several other 
associations, including California Bar 
Assn., are now looking for loopholes 
in the code so they can obtain group 
insurance.” 

Quoting Emmett G. Velthouse, presi- 
dent of the California association, the 
bulletin pointed out that he had stated: 
“If we win this case, we will see the 
end of franchise insurance in Cali- 
fornia.” California statutes do not allow 
professional associations to contract 
life insurance on their members. The 
association feels that this is group in- 
surance and as such is illegal. 

(According to President Velthouse, 
the attorney general ruling should be 
handed down in March. If the opinion 
upholds the life agents’ position, not 
only will franchise life insurance be 
disallowed such organizations, present 
cases will be required by the insurance 
department to go off the books.) 

Pasadena-San Gabriel Valley associ- 
ation declares that the case will be a 
costly one, and “we agree with the state 
association that there is not enough 
money to see it through.” As a result 
the association has decided to “‘ioin the 
26 other associations in the state in an 
extra assessment against ourselves to 
defeat this illegal infringement against 
the soundness and stability of our busi- 
ness.” 

Contributions are being sent in 
marked “Fight Franchise Insurance.” 


Owen Joins N. C. Department 

Hugh R. Owen, an attorney former- 
ly on the staff of the North Carolina 
attorney general, has joined the state 
insurance department. He _ succeeds 
Lucius W. Pullen, who is transferring 
to the attorney general’s office. 
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Pru Names Foster V-P 
In Charge of Group 
Administration, Sales 


NEWARK—Prudential has elected 
Kenneth C. Foster vice-president in 
charge of group 
sales and admini- 
stration. He ha; 
been a 2nd vice- 
president since 
1950 and has been 
in the group de- 
partment. since 
1953. 

Edward M. Neu- 
mann, vice-presi- 
dent and associate 
actuary, will con- 
tinue to direct the 
aciivities of the 
group actuarial and underwriting dc- 
partment. 

Mr. Foster joined Prudential in 1938 
as an assistant manager in the Newark 
agency. After army service he was as- 
signed to the home office. 





Kenneth C. Foster 


State Mutual Conferees 


Discuss Field Matters 


State Mutual held a 3-day home 
office conference with general agents 
and managers to discuss problems, 
products and goals for 1958. 

General Agents & Managers Assn. 
reelected Walter C. Leck, Chicago, 
president; William Daley, Portland, 
Me., vice-president, and Richard F. 
Wagner, Boston, secretary. Named to 
the field management advisory coun- 
cil’s executive committee were Ber- 
nard S. Rosen, Denver; Fred M. Sel- 
ling, New York; William J. Killea, 
New York; Francis M. Sharkey, Wash- 
ington, D. C.; Glenn B. Moore, Lan- 
sing; Donald Ayres, Worcester, and 
Mr. Leck. 

The agency headed by Mr. Leck and 
John B. Nothhelfer was awarded the 
president’s cup and the agency build- 
ers award. It was the first time one 
agency won both the production and 
performance awards the same year. 
John Pennington, general agent at 
Buffalo, won the annual group award 
for his agency’s leadership in combin- 
ed term life and casualty production. 


Sells $1 Million Policy 


Samuel N. Bergman of the Herbert 
Geist agency of Massachusetts Mutual 
Life, Chicago, recently sold a $1 mil- 
lion key-man policy on the life of 
Charles L. Schneider, president of 
Trans Continental Industries of De- 
troit, a trucking concern. Mr. Schneider 
headquarters in Chicago. 




















You can hitch 
your future 


to this Symbol 


...Uf you are ready 


for your own 


general agency 


Old Republic Life Insurance Company 


Chicago 1, Illinois 
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There’s just 
no point 
in being in 
the dark 

about new 


GENERAL AGENCY 
OPPORTUNITIES 


when there’s such a Bright Future with 


Republic National Life Insurance Company 








Top Commissions e Vested Renewals 
Complete Line of Life and Accident and Sickness 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


There’s still time to qualify for the General Agency Sales Convention, Grand Hotel, 1959. 
Write James W. Galloway, Assistant Vice President and Director of General Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ® DALLAS, TEXAS 
MORE THAN $1,580,000,000.00 LIFE INSURANCE IN FORCE 








@eeseeoeeeeeeeeeeseeeeeeeeeeee @ @ 


Complete portfolio of Life and S&A ... outstanding 
package exclusives . . . Junior Estate builder .. . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 


HOME OF 


(onfident 


Living 


performance bonus. Ask for Confident Living bro- 
chure “‘BO-321”’. 





HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





NORTH AMERICAN Sie and Zasualty Zampany 


H. P. Skoglund—President ¢ J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @ @ @ @ 
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FieNATIONAL UNDERWRITER 


Proctor Shows How To Eliminate Wasted Time 


(CONTINUED FROM PAGE 6) 


cipal purpose is to establish a problem 
or shortage. If this shortage is the 
objective, why employ a time-consum- 
ing, circuitous method involving a lot 
of detail and decimal point accuracy 
if you can get to the point with the 
same result quickly and concisely? 


‘And right here is one of the soft 
supervision. 


spots in training and 


Everyone will admit definite advan- 
tages to multiple needs selling. I will 
not go into detail but certainly it is 
easier to qualify the prospect, build 
prestige, built clients, achieve larger 
sized policies, a better market and 
better persistency. 


no. approached properly, there is one 
d.saivantage that precludes all of 
those advantages. All of you have seen 
agents who have done an excellent 
ieb of single need selling and then gone 
into programing. They become bogged 
‘own in detail work, spend time in 
the office instead of selling, and sales 
drop off and they quit in disgust. But 
that do2s not have to happen. 

There is something wrong when a 
salesman has to spend several hours 


of office time preparing a closing in- 
terview after he has gotten the facts. 


If the method is so good, why 
doesn’t everybody use it? Because if 





IB 
— 





VITAL OPERATING 


Complete “on time” analysis of the 
ever-growing number of group in- 
surance accounts. . . that’s the first 
of many jobs assigned to the IBM 
705 at the Continental Companies. 

Now, with exact policy experi- 
ence, on a case-by-case basis, with 
reports that are up-dated to reflect 
latest data, the management of these 
companies can institute the sound 
administrative procedures that 


data processing + electric typewriters + time equipment + military products 


M 705-—BROADENING THE SCOPE OF INSURAN 


CE SERVICE... 


Me 





The Continental Story... 


FACTS FOR MANAGEMENT — SOONER 





IBM 705 story now. Learn about the 
705’s speed, flexibility and accuracy 
that allows parallel procedures to be 
dropped sooner. Call your IBM rep- 
resentative—or write: LIFE INSUR- 
ANCE DEPT. A58-a, International 
Business Machines Corporation, 590 
Madison Ave., New York 22, N. Y. 


mean even better customer service. 

Through this system, payrolls are 
swiftly processed. And soon, opera- 
tions concerning ordinary policy 
functions, billings, premium and re- 
serve computations, accounting and 
mortality studies will be electroni- 
cally processed through the 705 at 
high speed with efficient regularity. 

To discover the scores of ways 
your company can benefit, get the 


You are cordially invited by the 
Continental Companies to visit their 
IBM 705 and data processing facilities. 





DATA 
PROCESSING 


March 22, 1958 


If that time is going to be spent, it 
should be done after the sale has been 
made when he is doing the «ctual pro- 
graming in fact. 

This method is based upon the pre. 
mise: 

1. That the ultimate objective when 
making a contact is to make a gale 

2. That the greatest service a life 
insurance salesman can render js to 
sell—make certain that his client has 
adequate protection. 

3. That he can do a better job of 
programing in fact if he has for ex. 
ample $65,000 to work with instead 
of $40,000. 

There are several variations to the 
capitalization and discount methog 
but they usually limit the capitalizing 
and discounting to the life insurance 
portion only. Their proponents say that 
social security, stocks, bonds, trust 
funds, bank accounts, real estate, Na- 
tional Service life insurance and other 
life insurance cannot be mixed to- 
gether and brought down to a common 
denominator. They are correct with 
regard to programing. Each item must 
be handled separately and carefully 
fitted into place. However, in the 
measuring stage, it will be demon- 
strated that these various assets can 
be brought down to a common denom- 
inator. 


Gulf Life In — 
Reaches $1,093,310,454 


Gulf Life’s insurance in force last 
year rose to $1,093,310,454, up $87,103,- 
280, while assets reached $160,102,076, 
up $13,595,048. Investment earnings 
— 4.02% compared with 3.95% in 


Equitable Society Holds Series 
Of Seminars For Leading Agents 

Equitable Society recently held 
series of regional meetings known as 
leading producers’ seminars for agents 
who last year earned a minimum of 
$12,000 in first-year commissions, at 
least half of it in ordinary, and who at- 
tained membership in Million Club. 
Managers who had three or more 
members of their agencies eligible for 
the meetings also are invited. 

The seminars were conducted Feb. 
26-Mar. 1 at Colorado Springs, Mar. 5-8 
at Los Angeles, Mar. 12-15 at Atlantic 
City and Mar. 19-22 at Chicago. The 
first meeting was held at Ponte Ved- 
ra Beach, Fla. 








MANAGEMENT | 
” CONSULTANTS | 











O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Qveens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
> LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 




















RICHMOND = ATLANTA NEW YORK 
PORTLAND 
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MANAGEMENT 
INSURANCE BUSINESS 


ASSOCIATES 
52) FIFTH AVENUE 
NEW YORK 17, N.Y. 


IN MARKETING AND 
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Frank LANG 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 
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nus tt | Outlines Insurable Interest For Claim Men 
"tual pro. (CONTINUED FROM PAGE 5) 
the pre. of the court is that there was an in- row definitions of insurable interest 
‘i tervening cause, the criminal act of in I}!.no/s, it would be most important 
ive when Mrs. Dennison (the aunt), which for the companies to check their un- 
€ a sale generally has been held to break the derwriting rules and be most careful 
ce a life casual chain. ‘If the _ injury results in wr.ting third party ownership 
der is to from an independent, intervening, ef- cases,” he concluded. ; 
‘lient has ficient cause, not reasonably to be an- Turning to another field of torts, 
ticipated, to wit, the act of a third per- Mr. Bryan described a Pennsylvania 
Pr job of son, the negligence shown, if any, is case in which an agent provided him- 
s for ex. not the proximate cause of the injury.’ self with a black bag which looked like 
1 instead The court quotes from the Restatement a physician’s kit and called upon ap- 
of the Law of Torts by the American plicants, identifying himself as a doc- S ame S al es 
Ns to the Law Institute, section nating —— oe ine He vs ——— 
me ‘ust the opposite conclusion a and made physical examinations o e 
italian Sala expect.” applicants, a mother and her 18-year- But More Income 
surance Mr. Bryan wondered whether com- old daughter. Later, insurer’s author- 
3 Say that panies were tightening up underwrit- ized physician called upon the mother. Looking for ways to fatten up your annual income 10 
ds, trust ing restrictions with regard to insur- When applicants learned how they had 15 and 20 years from now? Are you interested, in pe 
tate, Na- able interest. ___ been imposed upon, they claimed re- in a bigger income later on without secrificin com- 
ind other “J think, and a recent inquiry in sulting physical illness and sued in- oy > g 
ixed to- this area has confirmed it, that most surer for improper conduct on the part missions today? 
common companies have defined insurable in- of its agent. U. S. district court held We invite your attention to Occidental’s new provisions 
ect with terest in their rate books in very gen- for insurer, but the appeals court re- for continuing commission payments after the 10th year 
em must eral terms and pay little, if any, at- versed and remanded, holding trial on business produced under our brokerage agreements 
carefully tention to it in writing third party judge had erred in charging the jury Siler lenuade 1. 195K Cals lebh coal 
in the ' ownership policies,” he said. He quoted on the law of agency by stating that y* + (That's right now!) 
demon- ) from one company rate book, which the agent’s conduct had to be at least This plan permits you to have Lifetime Renewals and thus 
sets can states that there should be a “pecuni- in part for the benefit of employer at extends the earnings from your sales as long as you live 
| denom- ary interest” in third party cases, al- the time of the act complained of. and your business persists. Pays the usual vested com- 
though a company official admitted The court said the insurer had given missions for nine renewals and then also pays 3% on 
that the company will, write some agent cards which entitled him to most plans after the 10th year 
cases where a relative wishes to pay ask a good many questions. Although 5 
premiums, he went further than his instructions Every Occidental office has the details. It takes only $500 
“No doubt when the news gets indicated and committed the tort on of paid premiums in a calendar year to qualify for these 
rece last breezed around about the Weldon case plaintiffs, this was a kind of deceit long-time renewals on that year’s business. You can 
$87,103,- ...there will be some changes made,” which was well within the insignia of find out today. 
1,102,076, he added. office with which he had been clothed. 
earnings There is no statute in Illinois, and The court therefore remanded the case 
95% in most other states, defining insurable for a new trial with proper instruc- 
interest, he pointed out. tions to the jury. 
“The Illinois courts have said that Concluding with statistics on the 
es a ‘reasonable expectation of some pe- number of cases digested in the ALC : 
rents cuniary advantage ‘to be derived from legal bulletin, Mr. Bryan pointed out bs . : 
y held | the continuance of life’ of insured is that life insurance cases have steadily ccidental Life 
own as essential to insurable interest therein, decreased, while A&S cases are on the se 
r agents regardless of relationship.” He cited rise. This is probably due to the fact 
num of two other cases, in one of which it that many companies have entered INSURANCE COMPANY OF CALIFORNIA 
wi = was held that the fact of relationship A&S recently, “and with all the ex- Rome Office: Los Angeles / W. 8. Stonnerd, Vice President 
: Club. | of father and son gives the son no in- perimentation going on in different 
. more — stage’ in the life he the fath- types of coverages, there is more —o 
ible er. In the other, insurable interest for honest disagreement as to liability ifeti 
for Ss Auld an “Une tetorat pute. nA We pay Lifetime Renewals...they last as long as you do! 
od Feb. from relations of party obtaining in- Kenneth C. Berry, Lumbermens 
Mar. 5-8 surance as will justify reasonable ex- Mutual Casualty, association president, 
—— pectation of advantage from continu- announced that officers for 1958-59 
eV = ance of assured’s life.” would be elected at the annual meet- 
: “I would think that, with such nar- ing in April. 

















™SOWER... 


symbol of living 

symbol of just rewards 

symbol of the dreams of man 
symbol of hope, progress and faith 














BANKERS LIFE OF NEBRASKA is pleased to announce 
the adoption of the sower as its emblem. As a symbol it 
portrays every tenet upon which our business is built. As 
it reflects the pioneer spirit, it is particularly signifcant to 
our company which was founded in 1887. 











BANKERS LIFE INSURANCE COMPANY OF NEBRASKA 
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HtzeNATIONAL UNDERWRITER 


Debit Balances Vanish Under New Finance Plan 


(CONTINUED FROM PAGE 38) 


tras,” he said: “We pay the agent a 
percentage of the balance remaining in 
his account. Consequently, there is a 
constant effort to build up a substan- 
tial balance so that he will receive in- 
come in addition to his fixed or sta- 
bilized income. 

7. Pay for high quality business— 
less for poor quality. 





8. Reduce validation requirements 
(ccmpared with former Pilot plan). 

9. Extend period of financing to 
three years or longer. Pilot feels that 
two years of financing is not sufficient 
and so an agent may remain under the 
plan for three or 30 years, subject to 
satisfactory progress. 


10. Incorporate practical solution 








WANT ADS 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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GROUP SALES 


The portal to plenty is open to you if you can sell group insurance. 
The opening is in Houston, Texas with one of the nation's foremost 
group writing companies. Preferred consideration will be given to a 
man who is presently located in the Houston area; however, any man 
with proven group sales ability will be considered. Position provides 
many personal advantages including a company car, excellent work- 
ing conditions, substantial salary, and others. If you feel you qualify, 


write in full confidence to: 


BOX Z-59 
The National Underwriter Co. 


175 W. Jackson Bivd. 


Chicago 4, Illinois 








AGENCY OFFICER 


The chief Agency Officer of a substantial and aggressive 50-year old 
stock company, for reasons of health and age, desires to relinquish his 
responsibility within a year. We are seeking a man who will assume 
full responsibility for our agency operations: 


1. Married, age 30-45 
2. College or equivaient training 


3. Actual selling and home office experience 


We are a rapidly growing company, with over 100 millions in force, 
and are writing in excess of 25 millions in life insurance and about 
$450,000 of A&S premiums each year. This is an exceptional oppor- 
tunity for the right man. Give full details in first letter and enclose 
photograph. Our employees know of this ad. Box Z-68, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, II. 


s 








AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies has openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 


2. Married, between ages 28-40; 


3. College education (or, evidence of its equivalent in the form of CLU Train- 
ing or other professional education). 

The position carries with it a substantial starting salary, depending upon qualifica- 

tions. Supervisory assistance is provided at Company expense. In addition, there 

is an expense account and exceptional pension and group insurance benefits. All 

of our Field Management personnel know of this ad. For a personal interview, 

write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 


W. Jackson Blvd., Chicago 4, Ill. 











UNUSUAL A. & S. CLAIM OPPORTUNITY 


To become the A. & S$. Claim Director of the Allstate Insurance Company. The position is at the 
Home Office Staff, Policy making level, reporting directly to the Vice President of Claim. Will 
be responsible for development and administration of A. & S. Claim Policies and Procedures. 
Requirements include managerial experience in the settlement of A. & S. Claims and a thorough 
knowledge of the A. & S. Insurance Business. Preference will be given to men who have addi- 
tional Life Claim experience. Legal degree necessary. Age 30 to 45. Submit complete résumé 


and salary requirements in confidence to: 


Home Office Personnel Dept. 


ALLSTATE INSURANCE COMPANY 


e Skokie, Illinois 


7447 Skokie Blvd. 





for compensating agent at end of fi- 
nancing period. 

Mr. Donaldson also listed “five prin- 
ciples that should apply to general 
agents under a sound financing plan.” 
They are: 

1. Provide incentive for the general 
agent to train an agent adequately. 

2. Make available the plan only to 
general agents who maintain minimum 
standards of training and supervision. 

3. Maintain minimum selection re- 
quirements, including home office ap- 
proval. 

4. General agent shares, to limited 
extent, in financial responsibility. 

5. Company and general agent know 
exact amount of general agent’s lia- 
bility at all times. 

In Mr. Donaldson’s opinion, a sound 
financing plan is of equal importance 
with sound selection, training. 

He explained Pilot’s new theory on 
debit balances: “An agent doing an 
outstanding job under our old financ- 
ing plan almost always had a debit 
balance. The average agent doing a 
satisfactory job always had a debit 
balance for his first three or four years 
in the life insurance business, as a 
minimum. However, under our new 
plan, an agent doing a minimum job 
satisfactory to the company and to the 
general agent will not have a minus 
or negative balance except for his first 

month or two. If he has a negative 
balance after his first couple of months 
in the business, that means he is in 
‘bad shape’ and will undoubtedly be 
discontinued shortly unless a satisfac- 
tory volume of deposits are made to 
his account.” 

On encouraging agents to write 
quality business, Mr. Donaldson ex- 
plained that the rewards for writing 


ASSOCIATE ACTUARY OR ACTUARIAL STUDENT 

A challenging opportunity for ambitious, capa- 
ble, young man with actuarial experience to aid 
in increasing effectiveness of Life Department. 
Job will appeal to man with vision and ability 
to meet the challenge of a rapidly expanding 
Life and A&H company located in California 
with opportunity for company 9 t. Re- 
plies confidential. Write Box Z-46, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 
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Occidental Of Cal. 
Tops Sales Records 


Occidental Life of California fip- 
ished the year with a record $1,208,- 
204,719 of life sales. A new business 
record for individual policies was set 
in October, with $88,697,133 reporteg 
and broken in December with sales of 
$95,957,584, President Horace W. Bro. 
wer reported at a meeting of company 
agents. Total 1957 sales were $97,055,- 
222 ahead of 1956. 

Sales for the first two months of 
1958 are 10% ahead of last year. 

Life insurance in force at the end of 
1957 was $7,222,344,364, a gain of $515,- 
021,434, over 1956. Individual in force 
totaled $4,191,901,268, up $436,845,210, 
and group in force totaled $3,030,443,- 
096, a gain of $78,176,224. A&S pre- 
miums collected, both group and indi- 
vidual, were $2,968,187 ahead of 1956, 
totaling $73,543,686 

Occidental’s assets at Dec. 31, were 
$624,925,276, a gain of $55,380,436 over 
1956. Benefits paid in 1957 were $119 - 
969,823, up 9% over the previous year, 
bringing total benefits paid since the 
company was founded in 1906 to $807,- 
461,218. 





quality are immediate, rather than de- 
ferred. 

Pilot’s theory: “Agents are interested 
in writing higher quality business 
when it means an increase in their 
first-year commission scale. 

Commenting on manpower competi- 
tion from other businesses, Mr. Don- 
aldson advanced the theory _ that 
to compete effectively, life companies 
need to cater to a man’s need for 
more immediate (rather than de- 
ferred) compensation. 

He said he also believes that changed 
public habits of buying on monthly 
and time payment plans makes it “even 
more difficult for the new agent to 
earn a Satisfactory income or to vali- 
date a financing plan based upon ac- 
tual commission earnings.” 





GROUP CLAIM EXECUTIVE 


ONE OF THE FASTEST-GROWING MEDIUM-SIZED LIFE COMPANIES HAS A 
CHALLENGING OPPORTUNITY FOR YOU IN ITS WELL-ESTABLISHED GROUP 
OPERATION IF YOU ARE AN EXPERIENCED CLAIM MAN HOLDING A 
RESPONSIBLE HOME OFFICE POSITION. 


YOU SHOULD BE PARTICULARLY STRONG IN CLAIM METHODS AND PRO- 
CEDURES, WITH THE ABILITY TO GROW INTO THE TOP POSITION. 


IF YOU FEEL YOU MEET THESE REQUIREMENTS SUBMIT A COMPLETE 
RESUME WITH A RECENT PHOTOGRAPH 
BOX Z-61 c/o THE NATIONAL UNDERWRITER CO. 

175 W. JACKSON BLVD., CHICAGO 4, ILL. 


IN STRICT CONFIDENCE TO 








REGIONAL GROUP SALES MANAGER 
Position is open in the New York area as 
well as the Great Lakes zone. Considera- 
tion is also given to men with ability to 
grow into these jobs. If your needs and in- 
terests require a GROWING GROUP or- 
ganization with expansion plans underway 
and moving and more to come 
Write to 

Ray Wehner, Employnient Mgr. 
Nationwide Insurance Cos. 


246 North High Street 
Columbus 16, Ohio 


GROUP ACTUARY 


A large Virginia life insurance company with 
over $11,000,000 in annual Group premium in- 
come is looking for a recent Fellow or an Asso- 
ciate of the Society of Actuaries, preferably 
between the ages of 26 and 34, to direct the 
company's Group Insurance and Group Annuity 
actuarial functions, which are being temporarily 
handled by the Group Department Head. Expe- 
rience in either Group Insurance or Group An- 
nuity work is highly desirable, but the company 
will consider other experience or qualifications, 
particularly IBM experience, as a substitute for 
Group experience. All replies will be considered 
confidential. Write, Box Z-72, c/o The National 
Underwriter Co., 175 W. Jackson Blyd., Chicago 
4, Ul. 








SALARIED LIFE AGENTS 

Newly opened Chicago office of 30 year old 
Midwest Life Company has openings for Salaried 
Life Agents. Exceptional opportunity for ad- 
vancement. Age 25-45. Also openings for Sales 
Supervisor and Ass't Agency Manager. All re- 
plies strictly confidential. Write Box Z-70, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











H. O. UNDERWRITER—ORDINARY MGR. 

AVAILABLE ‘i 
Over 10 years experience in all phases of Ordi- 
nary Dept. work, including 2!/2 years underwrit- 
ing. Age 44, married, B.S. and M.A. degrees 
(former teacher). Salary expected, $7,200 plus 
moving. Middle Atlantic State preferred. rite 
Box Z-69, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 
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K. Of C. ‘57 Sales 
Reach $38,903,000 


NEW HAVEN—Knights of Colum- 
bus sales for 1957 totaled a record 
$138,903,000, up $17 million. June was 
the largest month with sales totaling 
$17,250,999. Fifty-two agencies wrote 
more than $1 million and 23 more than 
$2 million. 

Insurance in force climbed to $729,- 
300,000, up $94 million. 

Assets rose to $128 million, including 
$13 million in real estate, $30 million 
in mortgages and $70 million in stocks 
and bonds. 

The society makes mortgage loans 
only on Catholic church and Catholic 
institutional properties and its record 
in that regard is unique. The aggregate 
of such loans exceeds $4 million with- 
out the loss of any principal or interest. 


Madison Life -of Madison, N. C., 
which was chartered last October, has 
notified Commissioner Gold that it has 
given up the effort to raise sufficient 
funds to begin business and has de- 
cided to dissolve. 


LIFE INSURANCE EDITION 


Mills Bill Passes Despite Critics’ Attacks 


(CONTINUED FROM PAGE 1) $ 


ers of the Senate, indicated during the 
debates that efforts to amend the bill 
by attaching general tax reduction pro- 
visions were not appropriate because 
they are under consideration now by 
the administration and by congressional 
committees. 

The right basis for taxing life com- 
panies has long been a controversial 
question, but usually the differences of 
viewpoint have been the result of dif- 
ferent philosophical approaches or dif- 
ferent techniques. This time, however, 
the opposition was trying to get other 
Senators to think that the 1942 tax 
basis, which even the Treasury has 
freely conceded is outmoded, was the 
“proper” one, merely because it would 
have been technically applicable in case 
Congress failed to re-enact the Mills 
law or enact some other. 

With a bug in his ear placed there 
by Sen. Anderson, syndicated column- 
nist Drew Pearson wrote a column at- 
tacking the Mills law and calling An- 
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CALIFORNIA MISSOURI 
COATES, HERFURTH & NELSON and WARREN 
ENGLAND Consulting Actuaries 


Consulting Actuaries 


los Angeles 


Son Francisco Denver 


Pension Consultants 
ST. LOUIS KANSAS CITY 





GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATE 


Pension Consultants 


William-Oliver Bidg. 
sAckson 3-7771 





¢ TH 





Atlanta 











GA.-VA.-N.Y.-ME. 
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derson “the first to spot the loophole.” 
Pearson also stated, incorrectly, that 
Anderson’s own company stood to prof- 
it from the Mills law. Actually, the 
company in which Anderson owns a 
majority interest is a casualty com- 
pany. Casualty companies are not af- 
fected by the Mills law. 


Sample Of Distorted Reasoning — 


A sample of the distorted reasoning 
by which the opposition tried to kill 
the Mills bill can be found in this ex- 
cerpt from Pearson’s column, in which 
he refers to the Senators opposing the 
bill: “The loophole they moved to plug 
affected the big life insurance compa- 
nies which have been coining money 
by the millions but in some years have 
paid absolutely no taxes.” 

Mr. Pearson did not point out that 
the reason some companies paid no 
taxes in some years was that they had 
no taxable income under the formula 
then in effect, because their interest 
earnings were so depressed. Nor did he 
mention that the bulk of the business 
done by the “big life insurance com- 
panies” is in mutual companies and 
goes back to the policyholders and 
beneficiaries. 


LIA Amicus Brief Asks 
Ban On Seizure For Tax 


(CONTINUED FROM PAGE 1) 
death does not represent a transfer 
of property of the insured to the bene- 
ficiary. It is incorrect to view payment 
of the contractual death benefits as 
the distribution of a fund accumulated 
during the lifetime of the insured and 
owned by him up to his death. The 
insurance company does maintain re- 
serves as required by law to assure 
solvency. These reserves, however, 
are the property of the company, not 
the insured, and no reserve is main- 
tained with respect to a particular 
policy. The rights of the insured and 
those of the beneficiary are purely 
contractual .. .” 


Clarified Cash Surrender Contract 


Turning to the question of cash sur- 
render value, the brief continues: ‘The 
cash surrender value of a policy at 
date of death is not transferred to the 
beneficiary as a part of the proceeds 
of the policy. Provisions permitting a 
policyholder to surrender his policy 
for a cash value first appeared in 
level premium policies long after that 
form of policy was developed. Such 
values have nothing to do with the 
death benefit payable to the benefi- 
ciary . . . The cash surrender option 
may be elected only by the insured 
and the cash value becomes payable 
only upon surrender of the policy. This 
-contract option terminates upon the 
insured’s death, and neither the option 
for the cash surrender value itself is 
transferred to the beneficiary .. . It is 
the position of Life Insurance 
Assn. of America that in the light 
of the nature of the insurance con- 
tract, and well-established legal prin- 
ciples with respect thereto, the gov- 
ernment is in error in asserting that 
there is a transfer of either the pro- 
ceeds or the cash surrender value of 
a policy from the insured to a desig- 
nated beneficiary so as to create an 
equitable liability on the part of the 


' beneficiary to meet the: income tax 


obligations of the insured.” 
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1957 Pru Benefits Were 
Record $1.3 Billion 


Prudential last year paid a record 
$1.3 billion in benefits in the U. S. 
and Canada, up $173 million. Living 
policyholders received $912 million, 
while the balance represented death 
benefits. The disbursements included 
all types of claim payments, dividends, 
annuities and other insurance bene- 
fits. 
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® Top Commission Contracts 





important 
advantages 


®@ Life Time Renewals. 


‘@ Financial Assistance at the 
General Agent Level 


@ Agent Group and Pension 
Plans 


@ Educational Training 
Assistance 


@ Salary Plan for Career Agents 

© Competitive Policies 
(Par and Non-Par) 

®@ Modern Term Policies 
and Riders . 

@ Special Limited Pay and 
Life Policies $10,000-— 
$25,000 Participating 

®@ $10,000 Special Whole Life 
(Par and Non-Par) 

® Outstanding A&S Policies 


@ Sub-Standard 500% Mortality 
Any Size Policy 


For full details write F. D. GUYNN, 
VP and Director of Agencies,” Dept. N-3 





agency openings in California. Florida, 
Illinois, Indiana, lowa, Michigan, Min- 


nesota, Ohio, South Dakota, Wisconsin 
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AeNATIONAL UNDERWRITER 


Editorial Comment 
Allowing Agents To Sell Mutual Funds 


Should a general agent or manager 
permit his agents to sell mutual fund 
shares to augment their life insurance 
earnings? 

Some agency heads take the posi- 
tion that it would besmirch the agent’s 
professional standing. They won’t let 
their agents do it. Years ago some 
agencies and companies felt the same 
way about selling A&S. Maybe some 
still do. Selling of fire and casualty 
lines by life agents has not met with 
universal approbation but the objec- 
tions seem to be waning, since it ap- 
pears they aren’t going to be very ef- 
fective. 

But many agency heads who have 
no marked feeling one way or the 
other about their agents selling mu- 
tual fund shares have tried to arrive 
at a reasoned decision on a dollars- 
and-cents basis, for both the long and 
short haul. Recently two general 
agents of the same company were 
discussing this point. One of them felt 
it might be operating against his own 
interest to let any of his agents sell 
mutual funds, especially if the agent 
were being financed by the general 
agent. It seemed to him that he would 
in effect be subsidizing the sale of 
mutual funds in agreeing, at least by 
implication, to the agent’s taking time 
for a type of sale on which the agency 
could receive no overriding or credit. 
This, it appeared, would delay the 
agency in recouping the investment 
it had made and was still making in 
the agent’s financing. 

The second general agent, on the 
other hand, felt that the sale of mutual 
fund shares might be a good thing, if 
it helped keep the agent in the life 
insurance business by making his time 
more productive. For example, an 
agent has a prospect who wants mut- 
ual fund shares in addition to buying 
life insurance. Or maybe he refuses 
to buy any life insurance in spite of 
a skilled and earnest sales presenta- 
tion, but is willing and perhaps eager 
to buy a slug of mutual fund shares. 

At any rate, the chance to sell mu- 
ual fund shares is a sort of windfall. 
It falls into the agent’s lap because 
he happens to be there at that parti- 
cular time, under favorable circum- 
stances. He’s already invested the time 
and ingenuity to make the contact. 
The fund-share commissions can help 
to sweeten the life insurance sale, if 
he made one, or offset his sense of 
frustration at having made a good 
sales pitch for life insurance and hav- 
ing gotten nowhere with it. 

From the agency’s point of view, 
as this particular general agent point- 
ed out, the fact that the financed 
agent can gather in these minimum- 
effort extra dollars as a little frosting 
on the life insurance cake may mean 
the difference between a man’s “get- 
ting over the hump” and thus going 
on with his career in life insurance 
selling or, on the other hand, going 
out of the business because he can’t 
quite make the grade. In the latter 
event, he will very likely leave the 
general agent holding the bag for a 


considerable chunk of financing mon- 
ey. 

There can be no logical quarrel with 
those general agents who because of 
intuition or emotion forbid their agents 
to sell mutual funds. If a general 
agent feels a sense of pride in doing 
business in a certain way, it is certain- 
ly his privilege to operate in that way. 
If would be unreasonable to attack his 
position as being illogical—so long as 
he isn’t contending that it is logical. 

But for those who want to look at 
the question from a dollars-and-cents 
standpoint, there appears to be only 
the one answer that there always is 
in connection with important ques- 
tions: What are the facts? What are 
the most intelligent courses that could 
be taken on the basis of available in- 
formation? And finally, which of these 
courses, as a matter of executive de- 
cision, should be taken? 

Since we have no emotion one way 
or the other about agents selling mut- 
ual fund shares, we can only say that 
the decision should be based on a 
careful study of all considerations. It 
might well be that an agent would 
waste time trying to supplement his 
insurance income with mutual fund 
sales. Not all life insurance prospects, 
by a long shot, are good mutual fund 
prospects. But for those that are, it 
could be argued that there is more 
similarity between mutual funds and 
life insurance than there is between 
life insurance and fire-casualty insur- 
ance. 

Does that sound like heresy or an 
attack on multiple-line selling? It is 
neither. Property and liability insur- 
ance shares the common designation 
“insurance” with life and A&S but the 
two broad categories have no real in- 
terrelationship in a man’s financial 
program. Property and liability insur- 
ance is a staple, like meat or potatoes. 
The decision to buy it and how much 
to carry is not affected by how much 
life insurance the man owns or how 
he invests other available funds. Nor 
is the premium paid for general in- 
surance regarded as being competitive 
with life insurance, even though hav- 
ing to pay a big premium for auto- 
mobile or home insurance may have 
an appreciable effect on how much 
money is left for other purposes, in- 
cluding savings and investment. 

But life insurance and A&S are 
closely linked with stock and bond 
investments, with mutual fund shares, 
with savings bank accounts, and other 
kinds of investment or accumulation. 
There is an infinite variety of possible 
allocations of money to the various 
forms of saving, protection, invest- 
ment, or speculation. Unfortunately, 
the amount that a policyholder feels 
he can spend for life insurance pro- 
tection and investment is too much 
influenced by what he wants to put 
into the other savings, investment, or 
speculation media. 

This means that the life agent, in 
order to advise and persuade intel- 
ligently in his own field, must be 
familiar with these other methods of 


saving, investing, and speculating. He 
must know their proper places in the 
client’s financial setup. He must be 
able to advise intelligently. He must 
know the weaknesses as well as the 
good points of these other channels 
for money that ought, usually, to be 
going into life insurance. In many 
cases, he can hardly escape becoming 
an expert in these other lines if he 
is to compete successfully for the pre- 
miums to buy a decent program of 
life insurance. 

It’s for that reason that we say 
there is an interrelationship between 
life insurance and A&S on the one 
hand, and these other savings, in- 
vestment, and speculation channels, on 
the other that does not exist between 
life-A&S and fire-casualty. Whether 
this interrelationship adds up to a 
reason for selling mutual fund shares 
along with life insurance depends, of 
course, on the agent’s circumstances, 
his logical market, and whether he is 
interested in selling a_ side-line of 
mutual fund shares. 

Incidentally, one fact that could well 
be borne in mind is this: To the extent 
that the sale of mutual fund shares 
is in the hands of life insurance agents 
rather than salesmen selling only mut- 
ual funds the chances of unwise em- 
phasis on the sale of mutual funds 
to the detriment of the policyholder’s 
life insurance program are diminish- 
ed. Again, this may or may not add 
up to an argument for letting life 
agents sell mutual funds as a side-line. 

We take no position on whether the 
“best” way to sell life insurance is to 
have agents selling life insurance and 
nothing else or whether the life agent 
should be permitted to sell also any 
of a wide variety of sidelines, in- 
cluding A&S, fire, casualty and marine 
insurance, mutual fund shares, stocks, 
bonds, real estate and mortgages. Ex- 
cept in those rare agencies where it’s 
prohibited, the agents will sell mutual 
fund shares if they choose and if they 
think they have a market among their 
natural prospects. 

A LIAMA survey disclosed that a 
surprisingly high percentage of life 
agents also sell fire-casualty insurance. 
The percentage of life agents selling 
mutual fund shares would of course be 
much smaller, because mutual funds 
are relatively new and the market for 
their shares is limited to the fairly well 
heeled. But it would be interesting to 
know how many life agents are 
licensed to sell mutual fund shares. It 
would make a good LIAMA research 
project.—R.B.M. 








Personals 


Anton E. Hill, secretary-treasurer of 
Praetorian Mutual Life, was honored 
recently at a home office party cele- 
brating his 40 years service. President 
James M. Mottley presented him with 
an engraved wrist watch. 


Byron K. Elliott, president of John 
Hancock, has been reelected a direc- 
tor of National Industrial Conference 
Board. 


W. E. Bixby, president of Kansas 
City Life, and Mrs. Bixby are on an 
extensive tour of the Orient, and ex- 
pect to be back in Kansas City about 
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April 1. They are visiting the south 
seas, Siam, and Japan among other 
points of interest. 


Francis W. Hatch 
Jr., public rela- 
tions manager of 
New England Life, 
has been named 
one of the nine 
“outstanding 
young men of 
Greater Bos- 
ton” for 1957. He 
joined New Eng- 
land Life in 1954 
and became public 
relations manager 
in 1956. 


Deaths 


MRS. BLANCHE C..SCHMIDT, 56, 
wife of A. J. Schmidt, secretary and 
actuary of All American Life & Cas- 
ualty, died in Mercy hospital at Chi- 
cago after a year’s illness. 


HOWARD S. WILSON, 63, president 
of Bankers Life of Nebraska, died in 
Lincoln General hospital. He became 





F W. Hatch Jr. 











H. S. WILSON 


president of the company in 1919, at 
the age of 24, upon the death of his 
father, W. C. Wilson. He was the 
youngest president at that time, and 
has been president of a life company 
longer than any other president. Mr. 
Wilson was elected to the American 
Life Convention executive committee 
in 1955, after many years of activity 
in the organization. Bankers Life was 
one of the original members of the 
ALC in 1905 and the elder Mr. Wilson 
was on the ALC organizing committee. 


HENRI N. MORIN, 75, former 
Rhode Island insurance commissioner, 
died of a heart attack at St. Peters- 
burg. He had served as insurance con- 
sultant to the Department of Justice 
in Washington. 


DICK OLIVER, 78, former assistant 
vice-president of New York Life prior 
to his retirement in 1946, died at 
Ladue, Mo., following a brief illness. 
He started his career with New York 
Life as an office boy in Dallas in 1897. 
He later became district manager at 
Harrisburg, Pa., agency director at 
Denver, and inspector of agencies at 
St. Louis where he subsequently was 
Promoted to assistant vice-president in 
charge of the southwestern territory. 
After his retirement from New York 


LIFE INSURANCE SDITION 


Companies Urged To Focus On Own Backyards 


(CONTINUED FROM PAGE 1) 


territory where your company is best 
known, where its influence is felt, 
and where your company reputation 
helps to secure business.” In contrast 
to the drawbacks of thinly spreading 
a large number of agencies over the 
wide open spaces, he pointed out that 
concentrated operation permits devel- 
opment by design and reduces costs 
of agency supervision. This also pre- 
sents an opportunity to use home of- 
fice agency department personnel to 
help train and develop an agency staff. 

Referring to primarily personal pro- 
ducing agencies “which must be sub- 
sidized in one form or another,” Mr. 
Peirce suggested that “the same sub- 
sidy invested in a smaller number of 
highly productive, closely located 
agency outlets, each headed by an 
able manager whose primary job is 
to build men first and production 
second, will produce much more per- 
manent results.” 


Skilled Manager Is Key 


In developing such agencies, Mr. 
Peirce said, the skilled manager is 
the key. To this end, he urged com- 
panies not now doing so to consider 
launching their own programs of man- 
agement development. He said: “I 
wonder if inertia has not sometimes 
carried many a company well beyond 
the point where it need no longer 
depend on other companies for its 
managers—but instead may begin to 
build a management development pro- 
gram of its own.” 

One solution to management de- 
velopment, he noted, is “to find as 
new agents men who also seem to 
possess management potential and 
whom you can develop under forced 
draft and special training into top- 
flight material to head your agencies. 

“These men will form their life in- 
surance habits in your company; they 
will know its philosophy and personnel 
well. Equally important—you will 
know them well.” 


Recommends HO ‘Tour Of Duty’ 


Observing that it has to be a long 
range program, he recommended the 
“tour of duty” plan, which often would 
bring one or two of the most promising 
candidates into the home office for a 
year as a preliminary to putting them 
into key management spots. 

Listing three important areas in 
which changes are taking place that 
challenge the management skill of the 
agency officer—costs, manpower, and 
markets, Mr. Peirce commented: “You 
are at that point where considered 
sales management decisions need to 
be made—for each company according 
to its own situation—in each of these 
three major areas.” 

The program was launched with a 
keynote address by Norman T. Carson, 
Central Standard Life, chairman of 
the conference, who was followed by 
Harry J. Stewart, West Coast Life, 
speaking on markets and profits, and 
Frank Vesser, General American Life, 
on the multiple agencies concept. 

Monday and Tuesday afternoons 
were given over to workshops. Max S. 
Bell, Continental American, Kenneth 








Life, Mr. Oliver continued to be active 
in business and civic affairs and was 
a founder of Experience Inc., which 
was organized by former executives 
and professional men to make their 
cumulated experience available free to 
small businesses. He also helped form 
Opportunity Inc. to provide employ- 
ment for physically handicapped per- 
sons. 


W. Cring, Pacific National, and Brice 
F. McEuen, Lamar Life, moderated 
Monday’s workshops on getting value 
from agency department records, con- 
vention practices, and making a com- 
pany agency minded, respectively. J. D. 
Anderson, Guarantee Mutual, Kenneth 
Mullins, Washington National, and 
Charles H. Heyl, Bankers Life of Ne- 
braska, were moderators of three work- 
shops Tuesday which covered super- 
vising agencies through agency visits, 
agent financing, and the agent develop- 
ment program. 


Discusses Debit Balances 


Tuesday morning R. W. Donaldson, 
Pilot Life, discussed debit balances, 
Dean W. Mitchell, manager Iowa Life, 
multiple line selling, and Thomas Luck, 
American College, and Charles K. Reid 
II, LIAMA, on management training. 
Robert B. Proctor, Connecticut Mutual, 
spoke also on programming. 

Following a talk by M. K. Kenney, 
Excelsior Life, on investment return, 
Wednesday, a symposium was held. 
This featured James E. Scholefield, 
North American L.&C., on persistency 
rates and company validation, Hal D. 
Wallace, Monarch Life, information in- 
dex and persistency study; Richard N. 
Lewis, Great National Life, sales meth- 
od index; and Vincent L. Rocereto, 
American Home, consultation calls. 


Seek Court Help For 
Tex. Company’s Trouble 


AUSTIN—Following cancellation of 
the permit of Estate Life of Amarillo 
by Commissioner Harrison, efforts are 
being made to have a court “conserva- 
tor” appointed in hopes of saving the 
company. 

The troubles of Estate Life date 
back to a reinsurance arrangement on 
$11.5 million of business with the de- 
funct Physicians Life & Accident. 

Mr. Harrison said that Estate Life’s 
management had recently reduced the 
company’s deficit to about $190,105 
from the September 1957 figure of 
$1,215,290, through a capital reduction 
and transfer of real estate. The con- 
servatorship plan, he indicated, would 
be an opportunity for management to 
continue its program of seeking ad- 
ditional capital. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, March 18, 1958 


































Bid Asked 
Aetna Life 188 193 
Beneficial Standard ............s00 15 16 
Business Men’s Assurance ........ 63 66 
Cal.-Western States .......ccccseeee 83 86 
Columbian National ...... 71 74 
Commonwealth Life ...... 19 20 
Connecticut General ..... 257 262 
Continental Assurance . 125 129 
Franklin Life «0.0.0... 6834 70 
Great Southern Life ................00 70 xi) 
Gulf Life 22 23 
Jefferson Standard uu... 72 74 
Kansas City Life 2.0.0... 1270 1300 
Liberty National Life .................... 27% 29 
Life 8 Casualty oo.c.cccccccssccsoees 19 20 
Life of Virginia ......... 9412 9642 
Lincoln National Life ...............0 191 195 
National L. & As wicccccccsssesssssesseees 83 85 
North American, Ill. .............000 173% 18% 
Nw National Life .............cccsssseseee 72 75 
Ohio State Life wc ccccscscsessees cesses 245 
CONE Ea EG coer ecccessvecsseceosecvecccoiaces 43 46 
Republic Natl. Life 20... 38 41 
Southland Life 0... ccesesesseeseees 80 85 
Southwestern Life  ..........ccssees 102 106 
Travelers 79 80 
United, Il. 24 25 
U. S. Life 30% 32 
West Coast Life ............. . 35 37 
Wisconsin National Lif 66 69 
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Company Presidents, 
MDRT Chairman On 
Eastern LAA Program 


NEW YORK—Presidents Joseph 
Boettner of Philadelphia Life and John 
L. Cameron of Guardian Life, and 
Chairman William D. Davidson of the 
Million Dollar Round Table will be 
the guest speakers at the Life Adver- 
tisers Assn. Eastern Round Table con- 
ference at the Barbizon Plaza Hotel 
here March 27-28. 

Mr. Boettner, the opening speaker, 
will talk on “The Direction Our Busi- 
ness Is Taking.” Mr. Cameron, the 
closing speaker of the conference, will 
discuss “Change—Communications 
Challenge.” Mr. Davidson, associate 
manager for Equitable Society at Chi- 
cago, will speak the afternnon of 
March 27 on “A Million Dollar Pro- 
ducer Looks at LAA Services.” Also 
speaking at that session will be Alfred 
J. Seaman, executive vice-president 
of Compton advertising agency, on 
“How to Get Action from Advertis- 
ing.” 

Four panel sessions geared to this 
year’s conference theme, “The Age for 
Action,” have been arranged by Round 
Table Chairman Goldie Dietel of Equi- 
table Society and Program Chairman 
Francis L. Cooper, New York Life. 

Charles E. Ferree Jr., Berkshire Life, 
will be chairman of a panel which 
will include Robert A. Adams, Provi- 
dent Mutual; Orville A. Hosch, Phoe- 
nix Mutual; Irene Morgan, National 
of Vermont, and Lawrence W. Strat- 
tner Jr., Berkshire Life. 

A panel led by John A. Buckley Jr., 
Guardian, will cover direct mail pro- 
specting, local advertising, and other 
aids available for helping the new 
agent get established. Panelists will 
be Vincent Bray, Metropolitan; Doug- 
las Johnson, Mutual Benefit Life; 
Frederick Kimball, New York Life, and 
William H. McKenzie, Mutual of New 
York. 

Clifford B. Reeves, Mutual of New 
York, will head a policyholder rela- 
tions panel Friday morning. Serving 
with him will be Herbert J. Kramer, 
Travelers; John Lobingier, LIAMA; 
Dudley Martin, Institute of Life In- 
surance, and Robert M. McGregor, 
Phoenix Mutual. 

Leaders of the “brainstorming” ses- 
sion scheduled to follow the panel will 
be Philip Benz, Philadelphia Life, and 
William C. Heimburg, New York Life. 
Other LAA Gotham and Keystone 
group members participating will be 
Charles C. Corcoran, Equitable Soci- 
ety; Paul Duling, Postal Life; Gordon 
Hull, Mutual Benefit Life, and Donald 
L. Hopkins, Life of North America. 


March 31 Deadline For 
Gordon Award Names 


Deadline for nominations for the 
1958 Harold R. Gordon Memorial 
award to be posted is March 31, ac- 
cording to International Assn. of A&H 
Underwriters. The award is given to 
the man rendering the most outstand- 
ing service to the A&H industry. Nom- 
inations for the award, to be given 
at the international convention in 
June in Los Angeles, are to be ad- 
dressed to the Harold R. Gordon 1958 
Memorial award committee at IAAHU 
headquarters in Chicago and must 
nominate a man directly connected 
with the A&H industry signed by per- 
son submitting qualifications. 

Leonard A. McKinnon of McKinnon 
& Mooney agency Flint, Mich. was 
last year’s winner. 
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Annual Statement 


January I, 


ASSETS 
CASH AND U.S. GOVERNMENT 
CES CLEC Ge Seana Ra A Sh er $ 9,253,900.91 
OTHER BONDS... ..... occ cc ccc ccc ce ees 29,476,205.76 
(Including state, county, and 
municipal bonds) 
OU MIIOENTD ore ies 28 Uae G oo aes 18,727,056.79 
(Investments in leading American 
industries) 
REAL ESTATE OWNED............... 17,885,488.62 
(Including real estate sold under 
contract): 
MORTGAGE LOANS.................. 30,947,754.73 
(On improved properties, including 
loans insured by Federal Housing 
Authority) 
LOANS TO POLICYHOLDERS........ 18,889,529.18 


PREMIUMS IN COURSE OF 
COLLECTION AND OTHER ASSETS. 8,861,055.23 
(Premiums included herein were due 
but not received at the Home-Office 
Jan. 1. A reserve of corresponding 
amount is included in our liabilities.) 


Eyes s 
INTEREST DUE AND ACCRUED..... 835,508.30 
TOTAL ADMITTED ASSETS.......... $134,876,499.52 





EARNED PREMIUMS—$130,113,268.78 


1958 


LIABILITIES 


POLICY RESERVES, LIFEINSURANCE $ 56,262,058.61 
This is the amount which with in- 
terest and future premiums pays all 
policy claims as they mature. 


POLICY RESERVES 

OTHER THAN LIFE INSURANCE..... 6,823,119.25 
(Unearned premiums and additional 
reserves for non-cancellable policies) 


RESERVES FOR CLAIMS IN 

PROCESS OR UNREPORTED........ 11,133,165.43 
(Including claims on which proofs 
have not been submitted to the 
company.) 


PREMIUMS PAID IN ADVANCE...... 11,215,948.93 
(On both Life Insurance and other 
than Life Insurance policies) 
ALL OTHER LIABILITIES............. 10,624,942.86 
(Including taxes, interest paid in 
advance, expenses, etc. 
RESERVE FOR 
MARKET 
FLUCTUATIONS.$ 3,754,321.81 
RESERVE FOR 
OTHER 
FLUCTUATIONS. 25,000,000.00 


PAID UP CAPITAL. 3,500,000.00 


UNASSIGNED 

SURPLUS........ 6,562,942.63 
SURPLUS TO POLICYHOLDERS...... 38,817,264.44 
TOPRAL DIABIBIMIES. «oon... ea ees $134,876,499.52 


LIFE INSURANCE IN FORCE—$643,806,922.00 


BANKERS LIFE & CASUALTY CO. 


Chicago 30, Illinois 


Jobn D. MacArthur, President 
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